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f APPLETON INTERCHANGEABLE 
UNILET BODY FEATURE 


Standardized Unilet Body Permits 58 Second 
Interchange of 60 Watt to 500 Watt Fixtures... 
Saves Time, Preveftts Shutdowns! No other explosion 
f fixture on th Maraxact today eli worl 
Note how identical diameters “A” et top of flock as the Appi Ad Vented | xplosion- 


Dome Unit Assembly permit mounting of all 
fixtures regardiess of wattage 
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D-BY SYSTEM SAVES MONEY 


in Operat 


STAN 
For every ten AA-$1 Us 
to s one unit as a stand-by 
Sold Exclusively lhrough Selected Wholesalers 
APPLETON ELECTRIC COMPANY 
1734 Wellington Avenue + Chicago 13, Illinois 
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1 ECONS give time-gontrolied pro- 
tection against ennecessary 
blowouts from temporary and 

: harmiess overloads ...afrequent 

electrical wholesalers | 
+ like this every month ore 

p users with the many Econ 2 ECONS give instantaneous pro- 


tection against short circuits... 
be ready 


I operate at low temperature 
Econ Dvol-Element 


prevent overheated circuits, 


ECONOMY for every purpos,s 


ECONOMY FUSE & MFG. CO., 2717 Greenview Ave., Chicago 14, Ill. 1044 EW 
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LETTERS 


TO THE EDITOR 


Likes REA Story 
Dear Sir 


I thought so much of your excel- 
lent article on the REA Co-op Market 
(EW—Mar. 55, p. 54) at the time 
I read it, | immediately made up a 
sales bulletin for our representatives 

Since you have gotten it in reprint 
form, I wonder if you would be kind 
enough to forward to my attention 80 
copies. It is my plan to send one of 
these along with a personal letter to 
each of our representatives 

I think you have done an outstand- 
ing job in pointing out the sales po- 
tential of the REA Co-op market 

DAN E. DUNNE 
PRESIDENT 
PENN-UNION ELECTRIC 
ERIE, PA 


CORPORATION 


Dual Distribution Deadly? 
Dear Sir 


It seems to be the style lately for 
many manufacturers of electrical mate- 
rial to feel they must have dual distri- 
bution in past 
they ex- 


clusively 


centers where in the 


have had one distributor 


Having been in the electrical sup- 


Meet Our New 


Correction 


If you are one of the many read- 
ers who looked at the map on 
pages 102-103 in EW’s May 
issue and wondered if suddenly 
there as many ofr 
twice as few distributors serving 
your city, your wonderment was 
well-founded. Two of the sym- 
bols in the density key got 
scrambled. Actually, the open 
circle should have indicated 5 to 
9 establishments; the solid circle 
(thar is, the bigger one) should 
have indicated 10 to 19 estab- 
lishments 


were twice 


ply business for 45 years now, the 
writer feels that he should have some 
idea of what dual distribution will 
do to the distributor's profit 
When a distributor has a line he 
is proud of and can make a legitimate 
profit on, he has something to sell 
That is, he has a product to sell and 
his salesmen can be salesmen — not 
order takers 
His salesman can make demonstra- 
tions, furnish samples and spend his 
time on the order — if he knows he 
Continued on page 106 


Assistant Editor 


Robert S. Bush 


pene S. Bush joined the staff of 
ELECTRICAL WHOLESALING on 
May 16th as assistant editor. A native 
of Missouri, he was graduated from 
the University of Missouri in 1951, 
where he received Bachelor of Journal 
ism and Arts and Science degree, and 
worked on several college newspapers 
and magazines 

Before entering college, he served 
two years in the Army, most of it in 
Japan as a military policeman and 
later as a personnel administrative 


2 


technician. After graduation he was 
a reporter, copyreader and photog- 
rapher for the Daily News, Pampa, 
Tex 

He then returned to the Midwest 
where he was a copyreader for Box- 
fice magazine, the national publica- 
tion for motion picture theater 
operators in Kansas City, Mo., and 
later was a general assignment re- 
porter for three years with the Kansas 
City Star before moving to McGraw- 
Hill 


FEATURING 
YOUR HOUSE 


AND YOUR 
SERVICES 


TO YOUR 
CUSTOMERS 


This is one of a series of advertise- 
ments featuring you—the T&B Dis- 
tributor—and your services. Here's 
graphic evidence of the pledge of 
support we offer you as part of the 
T&B PLAN. Trade magazines in 
which this ad appears will be circu- 
lated to more than 45,000 of your 
customers including: 25,000 electri- 
cal contractors, 10,000 plant engi- 
neers and electricians, and 10,000 
purchasing agents in key manufactur- 
ing ylants across the nation. 

Vocal advertisements of this 
type, T&B will continue to broadcast 
to the user, the value of the many 
services performed by you, the T&B 
Distributor. 


N. J. MacDonald 
Vice President 


WILL APPEAR 


in these 


THE 


THOMAS & BETTS CO. 
Incorporated 
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ELECTRICAL CONSTRUCTION 
AND MAINTENANCE 


“PURCHASING NEWS 


20 Butler Street, Elizabeth 1, New Jersey 

Thomas & Betts Lid., Montreal, P.O. Caneda 

MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 
ENCINEEREC 
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y PERMANENT-MOLD 


Cast Connectors 


FOR 
POSITIVE 
INSTALLATIONS 


APPLICATION: 

Catalog number 722V for armored cable and flexible 
steel conduit. Catalog number 759 for non-metallic 
cable. 


PRODUCT DETAIL: 


The armored cable connector embodies conventional 
offset chamber design; the screw has a large head 
for easier tightening. 


The contour of the clamp on the non-metallic cable 
connector conforms to the curve of the body of the 
fitting, to insure a positive hold on the cable. The 
deep indentation on the clamp makes the fitting 
adaptable to a wide range of cable types. 


Both connectors are reinforced at the cable entrance 
end for extra strength. 


SIZE: 
Connectors are standard trade size %”, for '” 
threaded hub or knockout. 


*% Here is another Midwest development in providing quality 
fittings. “Quality” is just a condensed way of saying: “Getting the 
total job done—right—with the most inexpensive combination of 
material and man hours.” Engineering and producing quality fit- 
tings to meet the highest standards of electrical wiring installations, 
is our objective at Midwest. 


MANUFACTURERS OF ELECTRICAL WIRING PRODUCTS 


1639 W. WALNUT STREET 


Chicage 12, 


|| 
bar 


NEW PRODUCTS 


School Luminaires 
Canning-Pekara, Inc., 
14, HL 
Series of school luminaires is available 
in: two 40-watt, low brightness T-17 
60-in. lamps; 40-watt, 48-in 
lamps and two 96-in. 430 M.A. lamps 
All units may be equipped with baffles 
when required. High light distribu- 
tion of 89.3 per cent is obtained due 
to advanced parabola design with 40 
sideway angle shielding. Manufacturer 
says the units have low installation and 
low maintenance costs. 


Chicago 


two 


Sealing Paste 
A. B. Chance Co., Centralia, Mo. 


“Z. 1. n. 100” electrical contact sealing 
paste is for aluminum, copper and bi- 
metal connections. The compound is 
used with hot line clamp, bolted and 
compression type The 
paste is claimed to be highly con- 


connections. 
ductive, non-inflammable, 
water-resistant, adhesive and will not 
melt or become stiff through a tem- 
—25 to 340 


non-TOXIc, 


perature range of 


Available in five-ounce and quart cans 


Plugs, Receptacles 

The Pyle-National Co., Chicago, 
Ill. 
Improved “Midget Triploc” plugs and 
receptacles, for portable and detach 
able electrical devices embody a new 
design in contact units. Incorporated 
within the new interchangeable and 
reversible contact are round 
prongs for positive contact and added 
mechanical strength. Raised arc bar- 
riers are designed for increased creep- 
age distance—two ways—between 
poles and to ground. Ratings are: 15 
10 amps., 250 volts 


units 


amps., 125 voles 
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Extension Cord 
Royal Electric Co., 

tucker, R.I. 

Air conditioner extension cord is gray 

rubber-jacketed. Made with 

14-2 type 

right angle cap and connector 


Inc., Paw- 


listed, 
wire and a molded-on 
Eng 
neered to give adequate protection to 
users of window air conditioners who 
must extend the original 2-conductor 
power supply cord of their unit. The 
cord is available in six lengths, from 


i to 15 feet 


Pressure Switch 
Furnas Electric Co., Batavia, Ill. 


One 


switch is tor 


horsepower, style “S” pressure 


water systems, low pres 


Sure alr compressors, paint sprayers 


Switch has a capacity up to 65 pounds 
per square inch Normal pressure set 


tings are 20-40 pounds 


Friction Tape 
Plymouth Rubber 
Canton, Mass. 


Co., Inc., 


King-sized 120 ft. roll of “Slipknot 

black friction tape is said to cost less 

per foot. This is said to result in cut 

shelf The 

roll is twice as long as the no 

Each roll is individually 


cellophane wrapped and labeled, and 


no. 16 
5 roll 


ting down space 


King -sized 


comes in 10 rolls to the shelf carron 


50 rolls per shipping case 


Window Fan 

Frigid, Inc., Brooklyn 32, N.Y. 
Twenty-inch portable, all-purpose win 
lled 


Comes with carrying handle. Special 


dow fan is thermostatically contr: 


panels provide 26-in. to 35-in. adjust 
Reversible, three 
1,000, 800 


able extensions 


quiet, slow speeds 600 


Rubber 


approved, ten-foot ¢ rd and pi 


rpm mounted 
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Bar-Box Combination 
Arrolet Corp., Montgomery, Pa. 


The bar is permanently attached to 
the box, passing through two extruded 
sections in the back. This arrangement 
is said not to interfere with the 
amount of free space Or wiring Capac 


When che 


box can be 


ity within the box 


screw 1s loosened, rhe 
justed to any position on the bat 
This particular box 


Romex 


will not slip off 


is available with clamps and 


any type bar 


Pilot Light Combinations 
The Arrow-Hart & 
Electric Co., Hartford, 


Hegeman 
Conn 


Louvre-pilot combinations in 


clude both | and gang combina 
featuring 


stated 


tions, with one combination 


a Quiette’ light switch It is 


that the mechanical action of this 


switch assures the safe quict operanuion 


of both incandescent and fluorescent 


lights and appliances 
PI 


Tapers 
The Rawlplug Co., New York, 


For use with machine screws, these 


tapers vailable from 6 by up 


by and in cight inter 


n 


mediate sizes. The tapers are said to 


be economical to use because: either 


can be used t 


anew or worn frill 
section 
drill 


Serrated 


idvantapge 


hole 


the tapered 
frilled by either 
another and wedge 


there 


eee 
r 
| 
ae 
‘ 
ic 
“a 
\ 
‘ 
«a 
age 
and drills cas a 
reeth fold over ie 
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the metal into any vacant space i gee 
UL. by obtaining a greater grip against 
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ASSEMBLED 


PULL BOX 
The easiest, most economical way to speed 


installation of conduit—of any size from 

Ya" to 6"— is to use O. Z. Pull Boxes. Two 
hot dip galvanized malleable iron units fitted 
to an oversize length of pipe replace the 
conventional, bulky and costly pull box... 
cuts labor time in half! 


O. Z. Pull Boxes are available in four designs: 

standard (Type ‘‘PB’'); weather-tight (Type 
TYPE “PBW'"'); explosion proof and thin wall conduit. 
INSULATED » The oversize sleeve can be cut to required 
BUSHING length “on the job" from standard conduit, 

or furnished to your specifications by O. Z. 


Call your local O. Z. distributor, 
or write direct to the company 
for complete information. 


CAST BOXES 
A CABLE TERMINATORS 
POWER CONNECTORS 


Ve) 262 BOND STREET - BROOKLYN 17, W. Y. SOLDERLESS CONNECTORS 
GROUNDING DEVICES 
CONDUIT FITTINGS 


San Francisco Plant: 501 Indiana Street, MArket 1-4709 
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Lee making 


Worlds Lumina 
. 
—— THR 240—49" long, 1 24” wide, 
No wonder Thin-Lite is creating such a sensation from coast to — cet 2%" thin. Two 48” Rapid 
coast. Here, at last, is a surface mounted fixture so shallow that a — oe Cane, 
its depth below ceiling is essentially the same as that of troffers ; a : 
fitted with dished shields. Thin-Lite actually creates a semi- ; —_, THS 296—97" long, } 2/4" wide, ove 

The four different models (right) can be mounted end to end or = “Sages 
side by side, in any combination, to form an unlimited variety of —, , s 
— THR 440—49" long, 
lighting patterns up to any desired size. A few suggestions are =< \ 26%" wide, 2%" thin : 
shown below. is Four 48” Rapid Start lamps. 

Thin-Lite luminaires feature metal-framed, molded plastic . — ae 
louver panels, secured by LPI’s patented floating hinge which can- _— . Y 

THS 496—97" long, 

not be seen from any angle, and which eliminates unsightly latches ee oes 26%" wide, 2%" thin 
and fastening devices. — - ee Four 96” 430 MA. lomps. 

Available through leading electrical wholesalers, Thin-Lite ae z 


luminai ired with standard E.T.L. ballasts. 
uminaires are w with standar allasts Moi! Coupon for Detoiled Information 


LIGHTING PRODUCTS INC. tere. 


Please send me a copy of Thin-Lite Brochure No. 530. 


LIGHTING PATTERNS UNLIMITED 


Nome... Position 


Compony = 


City State 


f 
4 
SSO 
ENS 
2%" 
; 
= 
IMinois 
\ 


Available 
Black or Red 


AIR CONDITIONER 
EXTENSIONS 


\ 


Gray 
Type S cord 


ROYAL ELECTRIC QUALITY 


RUBBER JACKETEDR CORD 


RANGE 
CORDS 


ROA 


packed in 
individual boxes 


individual boxes 


ROYAL ELECTRIC COMPANY, Inc. 
PAWTUCKET + RHODE ISLAND 


Monutacturers of 
Wirt + CORD SETS + PLUG wad CARTRIDGE 
FUSES ~- WIRING DEVICES + CHRISTMAS LIGHTING 
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| for volume...for profit 
iM 
hod an COMP 
SAFE - DURABLE 
BpEPEN 
skillful engineering, production “know-how’, ond UL listed 
colnponent parts to build a complete a UL listed 
10 


INDUSTRIAL LIGHTING EQUIPMENT 


5, 


HAZARDOUS LOCATIONS 


WH UL 


WEATHER PROOF LIGHTING 


K LLARK offers industry o complete line of lighting fixtures 
for every purpose—hazordous oreos, general decorative lighting, 
outdoor lighting. And Killork fixtures offer more than just light 

ing efficiency they ore built for permonence (aluminum 
construction). ore | ghtwe sht. hove modern. sleek lines, ond ore 
the last word in light na safety 

When the job calls for light coll for Killark 


ELECTRIC MANUFACTI 


ENTRANCE FITTINGS + CONDUIT BODIES + FLUSH SWITCH FITTINGS EXPLOSION.PROOF FITTINGS VAPOR TIGHT LIGHT FIXTURES + CXPLOSION PROOF LIGHT FINTURES + SEALED 


Vandeventer and Easton Aves. St. Louis 13, Missouri 
Atlente 69 Mills St. Doalias 1903 Griffin St Philadelphia 2014 Choncetior St 
SALES OFFICES and Boston 49-51 D. St Denver 1073 Golapogo Pittsburgh 4830 McKnight Rood 
Buffalo 278 Johnson St Detroit 8319 Mock Ave Son Froncisco 714 Harrison St 
WAREHOUSE STOCKS Chicago 1528 West Adoms St. Los Angeles 412 Seaton St. Seattle 4130 First Ave, 5. W 
Cincinnot: 49 Centra! Ave 
SALES OFFICES Baltimore 1] W. 25th St Konsos City, Mo 616 W. 26th St New Yok 600 W. iBist St 


Columbus 2700 E. Main St Minneapolis 826 Andrus Bidg 


$5 
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% LIFE EXPECTANCY 


This chart summarizes individual service factors EW 


Amazing 


weighted by their contribution to overall service life. 


Note that the new U.S. Royal 300 
Master outlives the average 

molded cord 3 to 1 and the aver- 

age short-lived continuous vulcan- 

ized cord 4.75 to 1. 


SUPERIOR! 


fibrous core protects against strain, withstands 
elongation. Under impact, twisting and flexing the 
fibrous core (inside the annealed copper conduc- 
tors) cushions and absorbs any strain, completely 
protects the conductors. This unique fibrous core 
also protects the conductors from any damaging 
tensile stress or strain. 


100 299 


PATENT HAS BEEN APPLIED FORI 


Approved by Underwriters’ Laboretories, Inc. 


SUPERIOR ON EVERY COUNT! 


26% greater oil resistance 

33% greater heat resistance 

38% greater tension or breaking strength 
50% greater resistance to cutting 
58% greater abrasion resistance 
118% greater resistance to tearing 
197% greater impact strength 
488% greater flexibility 


TO THE AVERAGE OF MOLDED CORDS OF OTHER MAKES 


UNITED STATES 
ELECTRICAL WIRE & CABLE DEPARTMENT 
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RUBBER 


200 
3 Mold 80 
20 
am 


U.S. ROYAL MASTER 


Portable Cords 
have 3 times longer cord life! 


SUPERIOR! PATENTED LAYTEX® INSULATION GIVES ADVANTAGES UNMATCHED 
- BY ANY OTHER CORD 


90% unmilled grainless natural rubber with superior tensile 
strength and elongation 

Unmatched aging and moisture-resisting properties 

High dielectric strength 

High insulation resistance 


Unexcelled physical and electrical properties O O oe O O 


Free stripping characteristics 


Perfectly centered conductors O 
LOOK FOR THE NAME — U.S. ROYAL MASTER O O “4 
Approved by Penna. Dept. of Mines and accepted O O E 


for listing by the U.S. Bureau of Mines. 


THREE YEARS AGO, “U. S.” engineers began a complete re- 
examination of portable cord constructions, service life, and 
the causes of cord failure. 


OVER 12,000 TESTS were made. More than a thousand U. $. RUBBER is the only wire manufacturer to grow its 

cords of all leading makes, including our own own natural rubber, make its own synthetic rub- 
famous U. S. Royal Cord, were analyzed, tested, ber and its own plastics. 
and compared. 


EVERY LIFE FACTOR was considered and carefully evalu- 
ated, alone and in its relation to overall cord per- 
formance and service life. 


ord in history: 
ever | 


p adwise as | 


BACKED BY 65 YEARS OF EXPERIENCE in the manufac- i ple © 
ble porte 

ture of electrical wire and cable, U. S. Rubber 

engineers then translated their findings into an 

entirely new portable cord, designed to surpass 

any other previously made. 


ov Vv 


is backing y 


RUBBER COMPANY 


ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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Double-pos® color advertisements like 

are running in key electrical publications 

and cable users about the | 


INFORM-A-FACTS ANACONDA 
WIRE &2 CABLE COMPANY 


TO: ANACONDA DISTRIBUTORS DATE June, 1955 
FROM: C. H. PORTER, COM. V.P 

SUBJECT: OBSOLETE INDUSTRIAL WIRING 

REFERRING TO: 4-PAGE ADVERTISEMENT 


The entire industry has been talking about adequate wiring But there's still 
another big story to register with your industrial and contractor customers—one that 
will make sense to them and dollars for you 


It is the fact that most industrial wiring today is obsolete 


With this 4—page advertisement, Anaconda tells the full story in the June and 
July issues of Business Week and leading industrial and contractor trade publications. 


It will pay you to make a special effort to impress this story on every plant 5 
years old or older in your area Your Anaconda salesman will be glad to work with you. 
C.H.P 


All around the plant, modern Anaconda wires and cables help industry reap the benefits 
of more efficient power, greater reliability, and long-range economy. Read on the following 
page the exciting facts about 1) new Aerial Cable, 2) new AHW moisture-resistant cable, 


TIME TO TAKE A 


Most manufacturers know inadequate plant wiring 
slows production and skyrockets costs. 


But wiring can be adequate and still waste 


money—because it’s obsolete! Here from Anaconda 


are the facts on what you can do to make your 


wiring as up-to-date as the rest of your operations. 
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3) rugged, corrosion-free Durasheath neoprene-jacketed cable used as feeders, 4) low-cost 
interlocked Armor Cable, 5) new Control Cables, 6) ozone-resistant Buty! insulation for high 
voltage cable, 7) Powerduct flexible busduct cable that increases the efficiency of buswoy 


systems, and 8) portable cords. 


NEW LOOK AT WIRING! 


Plant wiring today has become a major concern 
for management everywhere 

The reasons are easy to see. Shifting plant re- 
quirements, new tools, new materials, new han- 
dling procedures—all the great changes in modern 
industry are bringing with them special problems 
In power 

How these problems are solved has a direct 
bearing on your profit picture 

Since most plants were built — including some 
only a few years old—vast advancements in wires 
and power cables have taken place 

For example — new, thinner insulations today 


squeeze more capacity from existing conduit 


New heat-resistant compounds boost wire cur 


rent-carrying capacity. Tough new ja keting ma 
terials increase cable life. New cable designs en 
able manufacturers to find even more jobs tor 
low-cost, efficient electric power 


Top management has a big stake in seeing that 


plant wiring is up to-date. Though you must rely 
upon the knowledge and experience of qualified 
electrical experts when wiring up acquaintance 
with modern industrial wires and cables will help 


you guide your company to sound decisions 


TURN THE PAGE AND SEE WHAT 
MODERN WIRING CAN DO FOR YOU 
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IT’S TIME TO TAKE A NEW LOOK 


‘@ Ways modern 


costs down, 


The nerve-system of your plant is its electric wires and 
cables. And now — with new production and operating 
factors in the picture it’s time for a basic survey. If 


they're obsolete, it will pay you to replace them . . . with 
new, more efficient, more economical ones. 

Modern wiring has seen a wealth of new developments. 
Let's take a quick look at 7 of the most important of these 
in light of changes that have probably taken place in your 
plant since the original wiring was installed. 

NEW HIGHER VOLTAGES. The trend to higher plant volt- 
ages with its resulting savings in cable costs and line 
losses — poses a new problem: ozone, a by-product of 


high voltage, destroys ordinary insulation . . . and causes 
Metalworking plant eliminates expensive rewiring when equip- 
ment must be moved—by using flexible Anaconda Powerduct premature cable failure. Anaconda engineers have solved 


Cable from busduct to machine. this problem with pioneering work in new butyl rubber. 
It has inherent resistance to ozone. Higher voltage (and 
ANACONDA butyl-insulated power cables) ought to come 
high on your list of cost-cutting ideas to talk over with 
your electrical department or contractor 
NEW CABLE HAZARDS. Chemicals, moisture, oil — nat- 
ural to most modern plants — are tough on cable. Engi- 


neers at Anaconda have come up with an answer: Dura- 
sheath* rubber-insulated, neoprene-jacketed cable for all 
voltages. This rugged cable resists almost every enemy 
of cable life. Use it everywhere aerially, in ducts, or 
buried directly in the ground — you'll find it reduces down- 
time, maintenance and replacement costs. 
NEW OPERATING CONDITIONS put new demand upon 
wiring. Higher loads generate higher heat in cable 
and more heat in cable installed underground or in other 


Steel Mill uses thousands of feet of Anaconda Control Cable. 
Modern insulations and jockets give most reliable service ever 
where there's heat and moisture 


Oil Refinery installed Anaconda self-supporting Aerial Cable for its low 
cost and ease of installation where underground structures made the job of 
burying cable difficult. Corrosion and electrolysis are eliminated. 
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AT WIRING! 


wiring keeps 


Production high 


moist locations is tough on cable insulation. Today, AHW 

. rubber insulation, used on many ANACONDA rubber powet 
cables, does the best job ever in withstanding heat and 
moisture together at S0C operating temperature 

4. NEW EQUIPMENT. The addition of process-heating equip- 
ment, process or comfort air conditioning or new produc 
tion machines calls for more wiring to carry the load 


ANACONDA Interlocked-Armor Cable can be installed up 


O@ quicker thi é because it 
to 40% quicker than many other types of cable because i of fect 


needs no conduit. You save time and money when the cable sheath Cable for power and lighting. Rugged neoprene jacket 


resists heat, moisture, acids ond alkalies 


is installed — and later, too, if cable must be moved 
5. Movern susway systems. Today you can increase 


the flexibility of your busways — with Anaconda’s flexible 
Assembly plant reaped high-cost sovings by installing flexible 


> 4*® Cahle 

Powerduct* Cable. It just plugs into the busduct and Gable ton 
unplugs when you want to move machines. There's no substation 

costly conduit to put up or rip out. And the cable is 100% Fee 


salvageable on every move! 

Ss. NEW POWER. \WVhen additional power Is needed, ANA 
conDA Aerial Cable is today’s popular choice for the job 
especially where the ground is pac ked with pipes and 


other structures or contains corrosive agents. It is fast 
easy to install even between closely spaced buildings 
where clearance is limited. It’s neat, safe, lower in cost 
than underground systems, and gives highest reliability 
7. NEW ELECTRIC EQUIPMENT. The trend to automation 
and more complex machines puts sew emphasis on con 
trol cable. The job cannot be left up to cable whose per 
formance is just “so-so.” Anaconda’s years of cable experi- 


ence has paid off Ina new full line ot control ( able Ss WwW ith 


modern types of insulations and coverings to give them 
highest reliability. These cables assure you the best pos 


sible service from your new equipment 


This advertisement provides only a few examples of how mod- 
ern Anaconda wires and cables help industry wire up for more 
economical, more efficient production. Your electrical depart- 
ment or electrical contractor can give you personal and expert 
assistance with your needs. 


*Reg. U.S. Pat. Of 


POWER CABLES 


ANACONDA WIRE & CABLE COMPANY, 
25 BROADWAY, NEW YORK 4, NEW YORK 
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SELL ROCK-BOTTOM INSTALLATION COSTS... 


SELL 


GEDNEY FITTINGS are machined and threaded ensure absolutely top quality. That's why they're 


with utmost accuracy ...smooth-finished, with no quickest, least costly to install...why they win 
metal particles or burrs... made of malleable iron customers for you and bring the repeat orders 
to eliminate breakage ...individually inspected to that are the backbone of business profits. 


Gedney 90° Pull-in Ells and 
Adapters with Neoprene 
gasketed cover and self- 
retaining screws. These 
fittings may be used to 
convert a straight box con- 
nector into a 90° connec- 
tor, or as a 90° box con- 
nector for rigid standard 
ipe coupling. Ells have 
emale threads at both 
ends. Adapters have male 
threads at one end and 
female at the other. Made 
of malleable iron and 
cadmium plated. Sizes 4” 
to 2”. 


Gedney Offset Connectors — 
eliminate the necessity for 
offsetting conduit at 
knockout entrances of 
standard boxes. Threaded 
for rigid, set screw for 
EMT. Made of malleable 
iron, cadmium plated, in 
sizes from 44” to 2”. 


Gedney Offset Coupling — 
female both ends—for use 
as an offset between boxes. 
Can also be used with 
conduit nipple (Gedney 
7-50 aiat to give more 
room in box than other- 
wise possible. 

Gedney Offset Nipple, male 
both ends. 


Gedney Corner Pull-in Elbows 
are outstanding for space 
saving, machine wiring, 
easy wire pulling. Malle- 
able iron, cadmium plated. 
Made in %4”, %”, 1", 1%", 
1%” and 2” sizes. 

Both of these fittings are 
made of malleable iron, 
cadmium plated. Availa- 
ble in sizes from 14” to 2”. 


GEDNEY 


ELECTRIC COMPANY 


RKO BLDG. « RADIO CITY + NEW YORK 20 
Foundry, Foctory and Shipping Point: Terryville, Conn. 


GEDNEY FITTINGS FIT 
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@ No one knows better the value of CERTIFIED CBM BALLASTS than tne 
manufacturers of fluorescent tubes. For the satisfactory performance of their 


lamps is vitally dependent on the ballasts that operate them. They know 
CERTIFIED CBM BALLASTS are Tailored to the Tube. 


CHAMPION says: 

“Fluorescent lamps are designed to operate at 
specific electrical values. The use of auxiliary 
equipment that has been proven to meet these 
agreed upon standards will assure the user 
maximum value for his lighting dollar with a 
minimum of operational failures. Certified Bal- 
lasts are inexpensive insurance.” 


GENERAL ELECTRIC says: 


“The life and light output ratings of fluorescent 
lamps are based on their use with ballasts pro- 
viding proper operating characteristics. Bal- 
lasts that do not provide proper electrical values 
may substantially reduce either lamp life or 
light output, or both. Ballasts certified as built 
to the specifications adopted by the Certified 
Ballast Manufacturers (CBM) do provide values 
that meet or exceed minimum requirements. 
This certification assures the lamp user, with- 
out individual testing, that lamps will operate 
at values close to their ratings.” 


SYLVANIA says 

“The light and life ratings of fluorescent lamps 
are based on three hour burning cycles under 
specified conditions and with ballasts meeting 
American Standards Association specifications. 
Ballasts marked with the CBM emblem and 
certified by Electrical Testing Laboratories, 
Inc., meet ASA specifications.” 


WESTINGHOUSE says 

“Use ballasts that are tested and Certified by 
Electrical Testing Laboratories or ones that are 
otherwise known to meet the specifications of 
the lamp manufacturer. These will give best 
results with Westinghouse fluorescent lamps.” 


That’s why CERTIFIED CBM BALLASTS 
merit the slogan—Tailored to the Tube. 


BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting 
2116 KEITH BLDG., CLEVELAND 15, OHIO 
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Triangle Hot-Dip Galvanized Rigid Steel Conduit is produced from choice sections 
of the highest grade ingots. This insures a perfect base for proper bonding of the zinc. 
Every length is thoroughly scoured and pickled in acid, leaving the pipe perfectly clean 
before the application of the protective zinc coating. 


When perfectly clean, the conduit is immersed in a bath of molten zinc, coating the 
interior as well as the exterior with a solid, unbroken layer of virgin zinc (99.9 °%/. pure). 
The hot-dip process results in an alloying action that bonds the heavy, pure zinc 
coating to the pipe. As added protection against corrosion, the 
conduit is submerged in special formula lacquer, then 
baked, giving the conduit a smooth, even 
finish. 


Conforms to Federal Spec. 
WWC.-58 1b (Galvanized) 


EVERY LENGTH OF CONDUIT 
1S IMMERSED IN A BATH OF 
MOLTEN ZINC — 99.9% PURE 


HOT-DIP GALVANIZING IS 


UNIFORM Not 700 THIN- 


Coatings that are too thin in even one 
spot, are likely to develop tiny pin-point 
holes through which corrosion can creep. 
There is no possibility of thin spots in zinc 
Every square inch of the conduit — inside applied by the Triangle hot-dip galva- 
and outside —is thoroughly and uniformly nizing method. The thickness of the zinc 
coated with pure zinc. Remember, be- coating is uniform — exactly the same 
cause of condensation, the inside of con- ao from one end to the other. Hot-dip gal- 
duit is just as subject to corrosion as the vanized coating is two or three times as 
outside. That's why it's important to spec- thick as other coatings. 

ify Triangle Conduit — protected inside 

and outside. 
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If the coating on conduit § is too thick, it 
is subject to cracking and flaking when 
being bent. Careful controls keep the 
coating of Triangle Conduit at just the 
: right thickness — always. 


Never too thick — 
never too thin. 


TRIANGLE CONDUIT Hot-Dip 


and TRIANGLE’S Hot-Dip Galvanizing has never been surpassed! 


A clear lacquer 
is applied and 
baked on the 
conduit. Not 
only does 
Triangle apply 
the best pro- 
tective coating = : 
(molten zinc) but Triangle also bakes on 
an additional transparent lacquer of 
special formula. The application of this 
baked-on coating insures a permanently 
smooth interior (for easy pulling) and also 
provides additional protection against 
rust or corrosion. It also protects the 
conduit during shipment. 


TRIANGLE CONDUIT & CABLE ECO, 
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Plants—New Brunswick, N. J. Wire and Cable Plant, Rod Mill, Brassond 


Irregular shaped ceilings often 
posed difficult lighting problems 
...until GrateLite was invented. 
This is a louver that can be fit- 
ted to any shape! 


A new concept of ceiling design 
that distributes the light evenly 
throughout the room without glare 
and annoying shadows —an inviting, 
eye-soothing illumination of high 
intensity at low brightness. 


IUNOSSIW ‘Hd3SOF “LS 


_ GUTH GRATELITE* 
LOUVER-DIFFUSERS 


* TM Ree. US. & Can. Pate. Pend. 
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THE EDWIN F. GUTH 
COMPANY 

LOUIS 3, MO. 

| usted, NAME IN LIGHTING 


SINCE 1902 


NYDIHOIW ‘MYNIDVS ‘3HOLS Z1M1 


May we send you detailed information 
and layout guide FREE? 


“WNITVS "391440 AON3DV 3D00d 
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For bedryoms, sickrooms, nurseries, libraries, hotels, 
hospitals and other places where “pence and quiet” 
are essential ... the new Leviton QUIET SWITCH 
is just what is needed. 


A lifetime @witeh that is tops for quality, reasonable 

in price and modern in quiet action. Everyone will be 
switching to the new Leviton Quiet Switch ... cash in on 
the big demand for electrical wiring modernization. 


Avaiiable in single pole, double pole and 3-way ... in 
either brown or ivory phenolic. Rating 156A 125-277V 
AC only. Meets UL and CSA specifications. 

Write for descriptive literature. 


LEVITON MANUFACTURING COMPANY — Brooklyn 22, N. Y. 
Chicago, Los Angeles, Leviton (Canada) Limited, Montreal 
Fer your wire needs, Contact our Subsidiary AMERICAN INSULATED WIRE CORPORATION 
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NEW 
BULLDOG 


PATENTED 


ELIMINATES ELECTRICAL OUTLET PLANNING 


“ 


EASY TO INSTALL! Electrostr: OUTLETS THAT MOVE! Recer 


ar be e0 y y ¢ 


An outlet wherever it’s needed . . . in seconds! 


Forget about outlet planning! Simply install new need to wonder if you've provided sufficient 
BullDog I lectrostrip® and you can be certain that outlets—or placed them properly. With Electro 
electric outlets will alwavs be where needed strip you can't be wrong 

when needed. For Eleetrostrip is sturdy molding Perfect for new construction, Electrostrip is a 


that provides outlets every inch along its lengt! natural for modernization. too. It can be con 


Outlets that can be moved or added in seconds nected to any existing outlet. No special tools 


as requirements ¢ hange and new needs arise red tired. No need to break into plaster No wire- 


Electrostrip mounts neatly on any surface in any fishing or costly replastering. And Jong, dangerous 

home, institution or commercial building. Handy extension cords become things of the past. 

recepta le plugs lock into the strip at any inter val trostrip is sold by Bull Dog distributors only 
exactly where needed lo add more outlets to electr al contractors see yours writ 


just add more plugs. It's as simple as that. No BullDog Electric Products Co.. Detroit 32. Mich. 


BULLDOG 


ELECTRIC PRODUCTS COMPANY 
A Division of |-T-E Circuit Breaker Company 


se Export Division: 13 East 40th Street, New York 16, New 


York. In Canade: BullDog Electric Products Company 
(Caneda), itd., 80 Cloyson Rood, Toronto 15, Ontario. 


ELECTRICAL WHOLESALING—June, 1955 


stalled on walls, baseboords trip wherever you wont them 
f rs, anywhere... hand-formed tlets con be ploced, and 
is to fit room tour and to bend poced, at any spot on the strip 
ground obstructions. Neot and noved r added in seconds 
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Business Index: NATIONAL PICTURE 


1947-49 =100 % 
390 —— Full Line Wholesalers 


1947-49 =|00% 


1955 


Sales 
Inventories 


Mar. 1955 
139 
131 


INDEX (above) 


Feb. 1955 Mar. 1954 Mar. 1953 Mar. 1952 
128 130 141 120 
13) 140 147 154 


% Change 
1955 from 1954 


1947-49 =|00% 


250 
200 


100 


Inventories 


Sales 


300 Wiring Supplies and Construction Materials Distributors 


Sales 
Inventories 


Mar. 1955 
159 


INDEX (above) 


Feb. 1955 Mar. 1954 Mar. 1953 Mar. 1952 
140 147 128 
178 169 175 158 


% Change 
1955 from 1954 
| 


1947-49 = 100% 


— 300 Appliances and Specialties Wholesalers 


Inventories 


- 


=~, 


1947-49 = 100% 


1955 


INDEX (above) 


Mar. 1955 Feb. 1955 Mar. 1954 Mar. 1953 Mar. 1952 
Sales ...... 120 15 117 147 109 
Inventories 132 127 144 167 163 
SOURCE: Bureau of the Census. April-May projection is by this publication. Per cent change 


months of 1955 from three months of 1954 
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| 
~ Inventories 
= 
1955 
1947-49 = 100% 
300 
| 
— $0 - 50 
1955 
300 
— 
200 — 200 
150 4 150 
_+/ 
100 Sales 100 
30 50 
19 5 5 
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Business Index: REGIONAL ANALYSIS 


ELECTRICAL EQUIPMENT, SUPPLIES WHOLESALERS* 
MARCH 1955 


Sales Inventories 
(% Change) (% Change) 


From From From From 
Feb. 1955 Mar. 1954 Feb. 1955 Mar. 1954 


NEW ENGLAND 
MIDDLE ATLANTIC 
EAST SOUTH CENTRAL 
WEST NORTH CENTRAL 
SOUTH ATLANTIC 
EAST NORTH CENTRAL 
WEST SOUTH CENTRAL 
MOUNTAIN 


PACIFIC 


*The Department of Commerce now separates this group from electrical appliances and electronic parts distributors. 


Other Figures of the Month 
$2,339 $1,927 $803 


Public Expenditures for New Construction (in millions) April $886 $19 
Personal Income (seasonally adjusted, in billions) March 5 2 4 $285.0 $178.0 


Private Expenditures for New Construction (in millions) April 


Farm Income (seasonally adjusted, in billions) March $15.7 $16. $16.2 $16.9 
Housing Starts (in thousands ) April 27. 107.7 55.9 
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NOW! RACO. OFFE 


the first adjustable bars that 


fill every requirement... 
Ras pass every test! 
stud-bar 
clip-bar ¥ 
ONLY 4 BARS ENABLE YOU 
TO INSTALL ANY DEPTH BOX STEAD OF 16 i 
WHEREVER YOU WANT IT an 
REGARDLESS OF STUDDING SIZE OR SPACING P 
EXPANDED 264" only four bars 
crosen 191" >| provide 
pullonstud Raco’s Adjustable Bar Passes These Tests! 
of 200 pounds for $ rr > 
2. Six rotations of a There is strength t spare due to these special formations! 


30 pound pull, 20° 
away from stud at a 30° 
angle in One minute. 


Use Raco’s New Clip or Popular Studi 


The new Raco Clip uses a \ ® 


3. A torque of 20 strong saddie of 15 | 
pounds at 20” horizon- gauge steel, formed wee! | 
clip and short, strong No. 
tally from stud for one 20 round head screw —— er) 4 
minute. Popolar Raco Stud uses ihe ‘a 
same a formed 13 Race Clip provides 
steel stud with six «mple reer fords 

il, deep No. 20 threads wiring space 10 any 
aad out No. 4-20 screw. wpe bon 


WRITE TODAY get infermation on Raco Bar Hangers 
you CAN ALWAYS DEPEND ON RACO 
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That's a good question, and here’s a good answer 
~—an answer you can check with any Rome dis- 
tributor! 

We, at Rome Cable, believe the electrical dis- 
tributor is a logical means of serving users of our 
products . . . and, for this service, he deserves 
recognition, as well as our complete support and 
co-operation. 

Here's how we back him up. We adhere to a 
strong distribution policy. Our people have spent 
most of their lives making wire and cable. They 
know their business. Rome completely controls 
all manufacturing, starfing with basic raw mate- 
rials. That means dependability. 

We insist on high product quality. Rome is one 
of the few cable manufacturers who maintain 
competent, full-scale research and engineering 
services. Inspection and test procedures are 
rigidly prescribed, entirely independent of pro- 
duction and sales. Superior quality builds your 
reputation, brings repeat business. 

We offer a personalized customer service. 
Rome's operations are close knit; key personnel 
are readily available. When you need informa- 
tion you get it without delay. To you, that means 
customer confidence. 


There are other reasons, too... 


A strong program of national adver- 
tising and sales promotion to build 
acceptance for Rome products ... to 
make your selling job easier. 


Available technical service by quali- 
fied Rome sales engineers to help 
you sell. 


ROME 


Strategically located sales offices and 
warehouses for close contact and 
efficient service. 


A continuing program of research in 
the development of new and im- 
proved products. 


It costs less to buy the best... and it’s profitable to sell the best 


CABLE. 
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Wholesale Price Index for 61 Electrical Products 


Product (1947-49—100) 


Copper Wire, bare. Unit: pound 

Building Wire, type R. Unit: M feet 
Non-metallic Sheathed Cable. Unit: M feet 
Varnished Cambric Cable. Unit: M feet 
Flexible Cord, type SJ. Unit: M feet 


Lighting Panelboard, fuse type. Unit: each 

Lighting Panelboard, circuit breaker type. Unit: each 
Safety Switch, 2 Pole, type A, 250 volts. Unit: each 
Safety Switch, 3 Pole, type C, 575 volts. Unit: each 
Air circuit breaker, 250 volts. Unit: each 

Power Panel, fuse type, 250 volts. Unit: each 

Power Panel, circuit breaker types. Unit: each 

Motor Control, a.c., 25-30 hp., 400-440 volts, combination starting switch. Unit: each 
Motor Control, a.c., 25-30 hp., 220 volts. Unit: each 
Motor Control, a.c., 50 hp., 440 volts. Unit: each 
Motor Control, a.c., 75 hp., 440 volts. Unit: each 
Motor Control, d.c., 10 hp., 239 volts Unit: each 
Renewable Cartridge Fuse, 250 volts. Unit: each 
Non-renewable Cartridge Fuse, 600 volts. Unit: each 
Plug Fuses, 125 volts, non-renewable. Unit: each 


Motor, d.c., | 6 hp., 115 volts. Unit: each 

Motor, a.c., 1/4 hp., 110-115 volts. Unit: each 

Motor, a.c., | 2 hp., 220-240 volts. Unit: each 

Motor, a.c., polyphase, induction, 3 hp., open sleeve bearing. Unit: each 
Motor, a.c., polyphase, induction, 3 hp., ball bearing. Unit: each 

Motor, a.c., polyphase, induction, 10 hp., open sleeve bearing. Unit: each 
Motor, a.c., polyphase, induction, 10 hp., ball bearing. Unit: each 

Motor, d.c., 5 hp. Unit: each 


Fan, under 12 inches. Unit: each 
Fan, propeller type, 24-30 in. whee! diemeter, direct connected. Unit: each 


Drill, production line, | 4 in. Unit: each 
Drill, production line, 1/2 in. Unit: each 
Saw, production line, 6-8 in. Unit: each 
Pliers, 6-in., long nose. Unit: each 


Lamp, 60-watt, 1/0, 115, 120 and 125 volts. Inside-frosted. Unit: each 


Distribution Transformer, 15 kva. Unit: each 
Distribution Transformer, 45-50 kva. Unit: each 
Dry Type Transformer, 15 kva. Unit: each 


Dry Cell Battery, flashlight, type D. Unit: each 
Dry Cell Battery, portable radio “B" pack 67 | /2 volts. Unit: each 
Dry Cell Battery, genera! purpose, No. 6 type | 1/2 volts. Unit: each 


Voltmeter, portable type, 3 | /2-6 1/2 inches, 0-300 volts. Unit: each 
Ammeter, portable type, 4-6 |/2 inches. Unit: each 
Watt-meter, for instrument transformer, 100-150 volts. Unit: each 


Toaster, automatic, “pop-up.” Unit: each 


Cooking range, standard size. Unit: each 

Washing Machine, non-automatic, wringer type. Unit: each 
Washing Machine, automatic. Unit: each 

lroner, table model. Unit: each 

lroner, portable model. Unit: each 

Vacuum Cleaner, upright. Unit: each 

Vacuum Cleaner, tank. Unit: each 

Refrigerator, capacity 7.4-9.3 cubic feet and over. Unit: each 
home Freezer Chest, 8-12.4 cubic feet. Unit: each 

Water Heater, 52 gallon storage tank, 230 volt a.c 


Radio, table model. Unit: each 
Radio, console model, radio-phonograph combination. Unit: each 

*Radio, portable model. Unit: each 
Television, table model. Unit: each 34 
Television, console model. Unit: each 68.6 738 
Radio-television-phonograph combination. Unit: each 735 765 


Source Burecu of Lobor Stotistics 
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1955 Mor. 1955 Apr. (1954 
155.3 44.1 132.8 
115.7 111.6 96.2 
95.8 94.9 78.9 
149.4 149.4 145.4 
115.4 112.6 113.4 
115.4 115.4 115.4 
122.4 122.4 (22.4 
145.7 145.7 145.7 
140.2 140.2 140.2 
142.3 142.3 142.3 a 
120.3 120.3 122.0 
127.5 127.5 126.8 
145.6 145.6 145.6 
137.4 137.4 137.4 % 
146.5 146.5 146.5 
138.) 138.) 138.1 
153.2 153.2 (53.2 
110.4 110.4 1104 
115.6 115.6 115.6 “ 
102.5 101.1 101.1 
141.4 141.4 141.4 
107.2 107.2 112.7 
109.6 109.6 1144 
118.8 118.8 122.7 
124.8 124.8 129.46 
123.8 123.8 129.1 ee. 
127.8 127.8 135.0 = 
141.6 i416 140.1 
143.3 143.3 143.6 
115.6 115.6 112.0 eer 
111.5 111.5 107.0 - 
100.6 100.6 103.7 Be 
1641 164.1 164! 
¥ 
147.2 147.2 136.9 
130.5 130.5 130.5 = 
122.4 122.4 125.5 
122.9 22.9 22.8 a 
149.3 (49.3 149.3 
123.4 123.4 115.1 
140.1 40.! 140.1 
164.8 164.8 15463 
157.5 157.5 23.2 
138.1 138.) 138 
107.3 107.3 107 
101.5 101.5 105 aS 
106.5 106.5 107.1 
100.3 100.3 104.1 a 
115.5 115.5 1155 
114.3 100.8 
109.3 109.3 108.0 
107.4 1074 108.9 
104.0 104.0 106.4 
98.9 98.9 06.8 
104.7 105.2 107.2 
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NATIONAL ELECTRIC 


XDUCT 


XDUCT JUNIOR 
ELECTRICAL METALLIC TUBING 


MEMO 


This and other NE ads 
help create demand 
among your customers 
for National Electric 
products. 


THREADED CONDUIT 


Here’s what these new conduits mean to you! 


1, EASY FISHING— Xduct’s new baked-on inside 
coating of aluminum enamel (patent applied for) 
was developed through intensive research in connec- 
tion with important government projects. It provides 
minimum friction between conduit wall and wires. 
The result: Actual fishing tests conducted with five 
other leading brands of conduit prove Xduct is 
66°, easier to fish on constant pull—more than twice 
as easy to start. 


2. SUPERIOR CORROSION RESISTANCE—National 
Electric's revolutionary new patented electrogalvan- 
izing process electrolytically deposits pure zinc uni- 
formly over the entire outside surface of Xduct 


conduit, including the threads. The result: a protective 
coating that adheres positively to the basic steel 
+ » » possesses superior corrosion resisting qualities. 


3. THREAD PROTECTION—Sharp, clean threads of 

Xduct rigid steel conduit are machined before 
galvanizing to assure complete protection from end 
to end. The result: every hill and valley of threads 
are completely galvanized. 


4. SUPERIOR BENDING—High-ductile steel is used 
to assure easy bending. 


5. DESIRABLE COLOR— Xduct’s silvery color is 
highly acceptable for installation in exposed locations. 


National Electric Products | “s 


PITTSBURGH, PA. 


10 Werehouses . 36 Soles Offices 


LISTED BY UNDERWRITERS’ LABORATORIES, INC. © STOCKED BY LEADING ELECTRICAL WHOLESALERS EVERYWHERE 
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TIMES and TRENDS 


How To Sell Your Importance 


Butchers, bakers, candlestick makers—name as many different kinds of 
businessmen as you will, but none of them is confronted by the occupationa! 
problem common to all wholesale distributors. Or at least not to the same 
degree or from as many angles. This problem is the continuing need for dis 
tributors to sell their importance—indeed, justify their very existence at times 
—to their suppliers, their customers and, to some extent, their communities 

If the requirements of most marketing situations were realistically considered, 
this extracurricular chore largely might be eliminated. But unfortunately, too 
tew marketing decisions made at the top today are based on realities, parti 
ularly long-range ones. Besides, the fallacy that the wholesaler is economical 
ly unnecessary never dies or fades away. There are always recurring cries of, 
Cut out the middleman,” from those with axes to grind, be they half-baked 
theorists or just plain chiselers. 

That's the problem, and it calls for an effective solution—at least a more 
potent one than has been applied in the past. The record shows that most elec 
trical distributors have not sold the importance of their services hard enough 
to suppliers and customers. And no matter how well the story of the distrib 
utor’s contribution to our economy is told by a few articulate spokesmen, 
the undercurrent of opposition remains and grows stronger between tellings 

What's really needed is a repetitive campaign to get the electrical distrib 
utor’s story across to manufacturers, customers and the genera! public. Plans 
are already underway to accomplish this nationally. But what about the local! 
level? A job can be done there too, and by the distributor himself 

Here's how. Each year a minimum of 250 full-functioning electrical whole 
sale distributors celebrate an important anniversary, one divisible by five years, 


starting with the tenth year in business. What better opportunity could a dis 


tributor have to sell the long-established value of his services to his customers, 


a 


suppliers and community? 

Aside from this public relations angle, the strictly sales promotional pos 
sibilities offered by an anniversary are enough to make the effort worthwhile 
Yet few distributors are taking advantage of their anniversaries. When Ere 
TRICAL WHOLESALING, in preparation for its annual Anniversaries Review 
Section (see pages 57-60), asked a number of them what they planned to do 
to celebrate important milestones, most replied, “Nothing.” 

But if 250 firms each year stressed the benefits of electrical wholesale dis 
tribution through brochures, booklets, news releases and ads to their thousands 
of customers and hundreds of suppliers, the cumulative effect could be dynamu 
There’s more than an outside chance that the critics could be countered—it 
not confounded. And those who are merely parroting them might see the light 


— 


EDITOR 


It's worth a try—aisn't it? 
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Stull the 


Condulets* have been widely 
imitated since Crouse-Hinds intro- 
duced them more than 40 years 
ago ... and that’s all to the good! 

Imitation by others has kept us 
on our toes . . . made us constantly 
improve our product to stay ahead 
of competition. 

As a result, most conduit fittings 
today incorporate many basic fea- 
tures pioneered by Crouse-Hinds 
but lack certain refinements that 


* Registered 


CROUSE -HINDS COMPANY 


FLOODLIGHTS 


put Condulets in a class by them- 
selves, head and shoulders above 
the rest. 

What other fittings, for example, 
include these improvements 

. an ingenious Cover design that 
eliminates protruding screws or ears 
in the housing—common causes of 
cable damage 
... a longer Hub that permits full 
tightening of conduit and fitting 
without causing conduit to bottom 
on the integral bushing. 


TRAFFIC SIGNALS 


a corrosion-resistant Feraloy 
Body plus a triple-layer Finish that 
exceeds Federal and UL specs. for 
lasting protection. 


These years-ahead Condulet fea- 
tures have yet to be equalled. You 
get them in all 45 types of Obround 
Condulets ranging in size from %” 
to 6”. See your Crouse-Hinds dis- 
tributor. Crouse-Hinds 
Company, Syracuse 1, 


New York. 


standard of quality in rigid conduit fittings 


AIRPORT LIGHTING 
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What's Happening 


Washington, D.C. 


in Washington 


@ What's Sustaining The Housing Boom—More kids, more dollars, and 


more old people living alone—that's the conclusion of a Commerce Department 
expert, who wanted to know why the number of new housing starts runs twice 
the number of new family formations. The study is in the May issue of Com- 
merce’s “Survey of Current Business.” It contains no guesses about how long 
the housing boom will continue. 


New Loan To Electric Co-op—The first generation and transmission 
loan to a new cooperative since the Republicans came to power has been made 
by the Rural Electrification Administration——$3.5 million for the Arkansas 
Valley G. & T., Inc. Actually, the 16,500-kw steam plant will be built by the 
Southern Colorado Power Co., which will transport the power through its own 
lines to the Arkansas Co-op. Two other REA loan applications in the Colorado 
area have been pending for some time—from Tri-State Generation and Trans 
mission Assn., and the Colorado-Ute Electric Association. 


U.S. May Help Pay Cost of Utility Relocation— Congress seems sure 
to vote funds for a big new expansion of highway construction. It poses a big 
problem for electric utilities who have to move their power lines to make way 
for the modernized highways that will be built. For a recent year, 1953, utilities 
of all types (electric, gas, water, etc.) paid out $29.1 million to relocate their 
lines, with only $3.8 million of this reimbursed by state and federal govern 
ments. Now the Senate's version of the highway bill calls for federal payment 
of up to 50 per cent of this cost in those states where states don't help utilities 
out 


Non-Federal Construction—More than $200 billion of construction wil! 
be needed over the next ten years to meet public works needs of state and local 
governments, according to the Department of Commerce 

The first survey of its kind covering all non-federal public works presents 
brand new estimates for period 1955-64. 

This vast outlay—if builr—will require the annual expenditures of $20 bil 
lion until 1965, as compared with the peak of $8.6 billion spent for such con- 
struction in 1954. The estimated 1955-64 outlay is equal to more than four 
times the cost of such facilities built in the past 10 years 

By types of construction, the estimated requirements for state and local public 
works construction over the decade are as follows: 

Highways, $92 billion; educational buildings, $41.5 billion; hospital and 
institutional buildings, $22 billion; water and sewerage works, $25.3 billion; 
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and “other” nonfederal public works (excluding public residential buildings) 
$23.2 billion. 

New construction for similar types in the record year 1954 was as follows: 
highways, $3.5 billion; educational building, $2.6 billion; hospital and institu- 
tional buildings, $650 million; water and sewerage works, $1 billion; and other 


nonfederal public works, $880 million. 


Loss Leader Law Studied—The Justice Dept—which has made no bones 
about its opposition to federal Fair Trade laws—is now actively studying 
whether substitute legislation might make an Administration recommendation 
for repeal of Fair Trade more pallatable on Capitol Hill. 

Although Attorney General Brownell has not yet decided whether to put the 
Administration behind a repealer drive, antitrust chief Stanley N. Barnes 
already has endorsed the recommendation for repeal made in the report of the 
Attorney General's special antitrust committee last month. 

Barnes told the Senate Judiciary Subcommittee on Antitrust and Monopoly 
that Brownell wants to look into the possibilities of recommending legislation 
to take care of so-called “loss leader” sales and the debasement of trade names’ 
values before deciding to back repeal of Fair Trade. 

“Loss Leader” selling is the practice of selling one product below cost in 
order to attract customers into a store to buy other products. Proponents of Fair 
Trade, in addition to arguing that Fair Trade means lower prices to the con- 
sumer, contend that without Fair Trade laws big retailers can cut costs on a few 
items but charge regular or higher prices on all others. This, say proponents of 
Fair Trade, would seriously hurt small retailers. 

Barnes’ staffers working on the question of whether special loss-leader legis- 
lation might be desirable if Fair Trade laws are repealed, are getting some close 
assistance from the Canadian Restrictive Trade Practices Commission. Canada’s 
counterpart of the U.S. Federal Trade Commission just completed a two-and- 
a-half-year canvass of grocery, drug, electrical appliance and cigarette retailers, 
and reported that “loss-leader” selling is not serious enough to warrant special 
legislation. Canada does not have Fair Trade on its statute books. 

Barnes’ staff is now trying to determine if the savings in non-Fair Trade areas 
—pointed up in a recent Dept. of Justice comparison survey of Fair Trade and 
non-Fair Trade prices—are due to “loss-leader” sales or if they still provide 
some markup to the retailer. 


Union-Contractor Case Lost—The Supreme Court has backed up an- 
other government anti-trust case against a union involved in an illegal con- 
spiracy with an electrical contractors’ association. 

The high court refused to review the conviction of Local 175 of the AFL 
International Brotherhood of Electrical Workers, found guilty of participating 
in a conspiracy to eliminate competition in the sale and installation of electrical 
equipment in the Chattanooga, Tenn., area. Effect of the Court’s action is to 
affirm the conviction. 

Although the union contended its conduct was within labor's exemption from 
the anti-trust laws, the lower federal courts ruled that the exemption did not 
apply under the circumstances. According to the courts, the exemption was lost 
when the union joined with a non-labor group to practice what the laws 
prohibit. 

The union was found guilty of refusing to furnish competent labor to those 
contractors who wouldn't go along with the selected bidder system and to non- 
association contractors who submitted competitive bids. 
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“600 SERIES” STRAPS FOR ALL USES 


GALVANIZED STEEL 
NON-METALLIC SHEATHED 
CABLE STRAPS 


Strap also fits new small di- 
ameter types of non-metallic 
sheathed cable. Neat looks, 
light weight, resistance to rust. 


BLACKHAWK 
has them 


BLACKHAWK U.F. 

CABLE STRAPS (Barn Wire) 
For the full range of sizes — 
two and three conductor, U. F. 
cable. Heavily zinc plated steel 
straps, chromic acid dipped. 


All kinds ... put them all on one order 


FAMOUS BLACKHAWK SNAP-STRAPS 
FOR RIGID AND THINWALL CONDUIT 
“700 SERIES” SNAP-STRAPS 


BLACKHAWK TWO-HOLE 
CABLE STRAPS 

Heavy gauge sheet steel, plated 
to resist rusting. Has 7/32” 
holes — screws not included. 
Used for service entrance cable. 


FOR RIGID CONDUIT 

Praised by contractors and mechanics 
everywhere. Snaps on pipe and stays put, 
freeing both hands for useful work. Made 
of heavy gauge steel, zinc coated and 
etched for long-lasting finish. 


“1700 SERIES” SNAP-STRAPS 


BLACKHAWK STEEL 
CABLE STRAPS 


Non-rusting; bend over easily, 
neatly to hold cable firmly. 
Neater installation in less time. 
Complete with 1” No. 8 flat 
head plated wood screws 


FOR THINWALL CONDUIT 


Same style as the 700 line, but made to 
fit Thinwall (EMT) conduit. Speed and 
efficiency of Snap-Straps is increased even 
more by spot-welding in steel framework 
installations, . . . big labor savings. 


EASY TO SELL 


BLACKHAWK ONE-HOLE 
CABLE STRAPS (Aluminum) 


Has heavy shank and ribs — 
made from special malleable 
alloy cast aluminum. Non-rust- 
ing, used for service entrance 
cable. 


Self-holding feature saves time, work, and 
fumbling. Snaps on tight! Incorporated 
in all Snap-Straps, in a wide range of 
sizes for rigid and thinwall conduit. 


SPECIFY B-1 WHEN YOU BUY — Blackhawk is 
your single source for complete fittings, accessor- 
ies and specialties for the electrician. You send 


BLACKHAWK ONE-HOLE 
CABLE STRAPS (Steel) 


Made from heavy gauge sheet 
steel, plated to resist rusting. 
Used with service entrance 
cable. 


only one order for all your needs. 


WRITE TODAY FOR BLACKHAWK’S COMPLETE CATALOG 


Immediate delivery .. . 


to electrical wholesalers only 


Plackhawk* 
[adustries 
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BLACKHAWK INDUSTRIES, 


TWO-HOLE STEEL 

THINWALL STRAP 
These stamped steel straps are 
eavily plated to insure maxti- 
Corrosion protection, Rib- 
trength. For 42” E.M.T. 


Dubuque, lowa 


fr 
If youneed straps)} 
No. 647 
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a 
| 
No. 610 
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JUNCTION BOXES 


FOR SAFER WIRING 
IN EXPLOSIVE AREAS 


@ NO VAPOR CREEP @ EASY TO INSTALL 
@ SIMPLIFIED WIRING @ REDUCED COSTS 
@ EACH CONDUIT SEALED SEPARATELY 


These boxes have been designed for wiring jobs in hazardous lo- 
cations where sealed circuits are specified by the National Electric 
Code. They are particularly adaptable to Service Station wiring 
permitting short — straight runs from building curb to various 
pump islands on the station plot. Each conduit run is sealed sepa- 
rately providing protection from explosive vapors creeping to 
switch boxes or other electrical equipment. 


Flush type can be mounted into any flat surface (walls or floors). 
The curb type is shaped to conform to the curb. Ample wiring 
space is provided and changes can be made in one circuit at any 
time without disturbing the others. Both types have varying size 
hubs on sides and bottom. An outstanding Revere development 
that simplifies wiring and cuts down installation costs. 


COVER CONFORMS 
TO CURB 


CURB TYPE 
CAT. No. 4015 


FLUSH TYPE PATENT PENDING 
CAT. No. 4016 COVER GASKET 


PATENT PENDING all HUBS FOR 
Schematic drawing below illustrates the application of Revere , : eal 


Explosion-Proof Sealing Junction Boxes at building curb and REMOVAL 


islands. Wiring is simplified and safety results 


EACH CONDUIT 
SEALED SEPARATELY 
Sealing Compound 
and Fibre Stoos 
Furnished 


ALL OPENINGS 
HAVE CONDUIT 
VARIED 
size 
HUBS ON 
UNUSED OPENINGS 
FOUR SIDES SEALED WITH PLUGS 
Get the full story on these— 


Outstanding Developments today! 
REVERE ELECTRIC MANUFACTURING CO. + 6011 BROADWAY + CHICAGO 40, ILL. 


Available in Canada thru Curtis Lighting, Lid. + Leaside, Toronto, Onterio 


THE ONLY COMPLETE LINE OF LUMIMAIRES » FLOODLIGHTS AND POLES FoR STREET - SPORTS 
AIRPORT. SERVICE STATION - OUTDOOR THEATRE. MARINE AND INDUSTRIAL LIGHTING 


ELECTRICAL WHOLESALING—June, 1955 


4 
j 
/ 0.4 ‘ 
— 
“4 
; 
= 
OES 
+ 
wine 
PENING 
ALLOWS ALL 
EASY é aN OPENINGS 
CONDUIT 
NOUIT 
ig 
% 4 
> 
‘ nF 
; 
36 


ELECTRICAL 


Hoffman Electric's Joe Shinsky (I.) gets names of home buyers 
before the house sites are cleared because he’s... 


Selling-Up the Builders 


By George D. Farley 


HEN it comes to selling functional, decorative 

lighting—plus all the other benefits of elec- 
trical living, Hoffman Electric's Joe Shinsky is a 
very early bird 

This outside salesman cultivates Baltimore area 
builders in the blueprint stage of home construc- 
tion to begin con- 
tact with potential customers before they spend 
money for rugs, furniture, wallpaper, drapes, etc 
His immediate purpose: to secure the builders’ 
designation of his company as headquarters for 
the latest in lighting. His long range aim 
every piece of electrical equipment that goes into 
these projects at a fair profit—for Hoffman Ele« 
tric Supply and the electrical contractor 

Selling the builders isn't easy. They take a lot 
of convincing, says Shinsky. Take Cooper Walker 
(pictured above). Some time back, Hoffman's 
builder specialist learned that Walker was plan- 
ning 2 77-house project. Average price per home 
$32,000. Shinsky approached the builder on this 
basis 
the best? A beautifully lighted residence with all 


—before the lots are cleared 


to sell 


for the buyer in this price class—why not 


the electrical living features and extras that con 


vince buyers of the builder's product—that was 
the specialist's promise Shinsky would lay our the 


lighting, wiring, outlets, breaker panel, switching 
a key home 


Walker 


furnish Hoffman Electric with the 


etc. for 


In return, if was satished, he would 


names of home 
buyers in his Stoneleigh Homes project and refer 
them to the distributo bought ica ind 
the wholesaling firm 
prospective customer 
other items, the fixture 


heaters, an 
h 


fans, space 


allowance on each house neared the $300 mark 


Electrically, many are istom built 


Does telling and selling the builders pay? 
Shinsky 
ro Customec,rs so early? 


Many 


agrees and 
important lighting is t 


How else cat 
Stanley 
women just don't 


Rugs 


beautiful burt 


ber!” answers 1 you ge 


Hoftman 


realize 


President 

adds 

rurni 
bad 


llow 


how 
ture and drapes look 


lighting spawned by chiseled-down 


inces. This way, il IPPy buyer 
ontractor and 


Turn page to see Shinsky’s efforts pay off 
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Selling-Up Builders (cont.) 


FIRST PHASE: Getting Builder's Commitment 


CHECKING center 


neleigh h 


Sr 


ar 


ther 


hall in one of the first 


Shinsk y 


fixture wiring 
stresses economy of 
lardization commitment from builder Cooper Walker 
6 houses ranging from $30,000 to $40,000 a piece 


mes, installation, 


ENTREE to home buyers’ spending thoughts begins when 
Shinsky gives list of Stoneleigh purchases to Robotyper oper- 
ator Florence Edwardson personal look,”’ 


congratulatory letters inviting visits to showrooms, 


one reproduces 


ttman’'s 


SECOND PHASE: 
Selling-Up the 
Home Buyer on 
Greater Choice 

of Fixtures 


COMFORTABLY SEATED. prospective customer who ac- 
cepted invitation liscusses basic lighting 
needs with showroom manager Cook 


Ider 


Alec 


m aavice of Du 
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upply ACKING builder sales specialist Joe 
Shinsky is a smooth-running inter 


organization geafed to take full 


advantage of the potential sales his et 
forts feed back 
Once he obtains the builder's okay 


the wheels turn. The Robotyped let 
ters go out. The home purchasers be 
~ hn Jacason gin coming in and what they see in 
Ba aryland the fixture showrooms invariably 
ear Mr. and M i brings expressions of pleasant surprise 
. They just don’t know what to pick, 
Please accept our grutuletions er est wishes upon your pur- ; | 
chase of @ home in “Stoneleigh’ says fixture consultant Marie Seyfferth 
we are pleased tnat w plected by your discriminate 90 per cent of our lamps are im 
builder to furn ae xtures in your home j 


ported, she continues and even cus 


ee a tomers who were aware of the decora 


tive values of good lighting are taken 


that your selection be made early so that 


ve, however, sugges 
in the installation of these units. back. Women, especially, want the un 


there will be no 


usual in lighting. When they buy a 
dress, they ‘don’t want to see them 


be await your 


lectricall urs, 
: selves coming and going. The reason 
ing Carries Over into fixture choice 
tug ACF The customer is usually greeted by 
fixture department manager Alec ¢ ook 


Her basic lighting needs are outlined 
first Then she pects a good look at the 
selection as she picks out fixtures for 
each room. If her husband is with her 


Cook turns het wer to consultant 


Sevfterth and concentrates on the man 


who pays the bills. Cook has found 


“INDIVIDUALLY-TYPED” letter is turned out with many others simul 


that men are surprisingly interested in 
taneously on Robotyper. As many as 3 such letters go out each day t ne 
capitalize on the builders’ referral of names and addresses good lighting, especially when they sec 
the selection of den fixtu 


IMPRESSIVE tour of dazzling showroom brings expressior FOR MEN ONLY. 


of surprise at selection, enable Ok to upsell customer on tinished den. Surprisingly, Mottmar 


room-to-room choice of lamps and fixtures, stressing crysta men just as impressed as women at 


T Le 
4 
allow your changing a 
sure : 
a 
4 
“a 
a 
ke gegest deal fixture for wood 
fixture choice and decor Vie 
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Take a promising young man. Expose him a 2 in 
to step-by-step training in every warehouse ¥ M 
job. That's Schaedler Bros.’ recipe for . . . g 


By Durward Humes 


PERS OUNG MAN for training with 
electrical distributor. Must 
have high school education. 

Write in own handwriting to Box—.” 

With this newspaper ad begins the 
making of a counterman at Schaedler 
Bros. The trainee starts in the back 
(receiving, stocking, delivering) and 
works his way (via shipping and bin- 
stocking) to the counter (customer 
sales, displays, quotations ). 

Tom Schaedler, sales manager of the 
Harrisburg, Pa., wholesaling firm, be- 
lieves in hiring promising young men 
and putting them through their paces 
throughout his plant before they are 
exposed as full-fledged countermen. 

Moreover, he is doing it—for the 
second time—as part of the Veterans’ 
Administration on-the-job training 
program. He now has one man start- 
ing the year-long program and an- 
other opening coming up. Testifying 
to the success of Schaedler's approach 
is the fact that four men trained under 
the same program after WW II are 
still with the firm—two inside, one 
outside and the other as supplies man- 
ager 
e Solid Background—In the past, 
Schaedler listed a telephone number 
in his ads for counterman-trainees. 
When he found that “calling in” was 
too easy, he began asking for hand- 
written applications sent to a box 
number. He feels that letters give a 
truer picture of the applicant's per- 
sonality and ability 

Job applications are first screened 
by Bob Hower, the firm’s supplies 
manager. He grades them from “good” 
to “poor,” then interviews approxi- 
mately the top 20 per cent. Two men 
are usually left when Hower and 
Schaedler conduct final interviews. 

Once the counterman-trainee gets 
into Schaedler's program, he moves as 
fast as he proves able to grasp the 
firm's operation. The only other con- 
sideration—a natural one—is the firm's 
needs; if Schaedler is short elsewhere 

in the plant, the training program has 
to be set aside 
The idea is to have the trainee 


at the front of Schaed Harrisbt 


rg plant. Back « is counter job lies over a year feady for each step in the program as 


COUNTERMAN 8i!! Keffer likes his job——handling customers, displays, quotations 
nside operation Continued on page 108 


f training m every joo im the firm ir 
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1. Receive and Stock. Counterman - trainee Bill Delivery. During his first four mor Keffer 
Keffer started, literally, in back of the plant. He had had no 

electrical experience; here he made his first contact with 
the thousands of products that a distributor handles 


olit 

his days between receiving, stocking and deliver He gradually 
learned types of lamps, for example, but wasr asked then to 


become familiar with their working 


Th was Keffer fir 
counter, where he was regarded as a ‘temporary 
rrectness several months. By then, he 


- Shipping. Here Keffer worked with ‘and under) 4. Bin Stocking. 
George Green, the shipping clerk. Keffer 

written orders which Green had first checked for c 


worked only with 


was learning spe 


5. Displays. A: the counter, Keffer was also responsible 6. Counterman. Ate: » 
for maintaining display nciuding this promotion rack, mar counter “‘on his own,.”’ with the ft 
ufacturer setups and even flyer cotch-taped on the counter two years) that Schaedler thinks 

itself. Main Schaedler theory: change display ften Like earlier trainees, Keffer has a chance 
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They Got These Extra Benefits: 


The $500 copying machine, in effect, replaces a $3,000 
a year clerk—for years to come. 


Machine can be run “by anyone with hands." Simply 
feed the sheets, then clean the rollers and fix tray. 


No wasted forms. The exact number of copies needed 
for any given order can be made on the spot. 


No typing time or errors, since all information is hand- 
written on the original form and copied from it. 


No tampering or erasing. Unlike carbons, the black-on- 
white copies cannot be changed or smudged. 


Small reproduction jobs, such as price sheets, can be 
done with the machine. 


Cost of special paper is no more than regular forms, 
and chemical and power costs are insignificant. 


CHECKING handwritten original invoices 
is Sam Lubin, Elgee partner. Corrections 
are made directly on original sheet 


© YOU NEED more office help to 

p handle your invoices? Mailings 
running behind? Customers com- 
plaining? 

Six months 
vertising approach would have gained 
a quick nod of approval from Sam 
Lubin and Jerome Gross, co-owners 


ago, this sad-sack ad- 


of Elgee Electric Co. But not any 
more 

Like the bald fellow in the ad who 
hair, they are all 
smiles. For their Columbus, O. whole- 
saling firm has come up with a solu- 
tion to a _ troublesome invoicing 
problem: a copying machine which 
mechanizes much of the operation. 
e Re-Remodernize — Elgee made 
major changes in its invoicing setup 
two years ago (EW—Aug. p. 60). 
The revised setup worked nicely — 
until business increased enough to 
throw invoicing ten days behind. 
Certain that the system itself was not 
at fault, Lubin and Gross decided that 
mechanization might be the answer. 

Instead of hiring another clerk to 
cope with the lag, Elgee 
purchased a $500 desk-model copying 
invoice mailings 
are now up-to-the-day with less ex- 


has just grown 


invoice 
machine. The results 


pense and less work 
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the ‘Invoice Barrier 


SHIPPING clerk Herbert Lamprecht notes 
any back orders and how order shipped, 
then includes yellow form as packing slip 


The copying machine is used to 
make “extra copies” of Elgee invoices. 
Using a translucent form 
(called the “master white”), it ex- 
poses the original and blueprint-type 
paper to ultra-violet light. The copy, 
“printed” on the blueprint paper, is 
reproduced in about 15 seconds. And 
the number of copies that can be made 
is, for practical purposes, infinite. 

So are the benefits (see list at lefr). 

But these added advantages are, to 
Lubin and Gross, just that. Most im- 
portant to them is the fact that their 
semi-mechanized system ties right into 
the setup they installed two years ago 
—and makes it that much faster and 
better. 
e Simple Operation—Elgee counter- 
men now use an invoice book with 
only two sheets: the original (the 
master white, on which all informa- 
tion is written in heavy pencil) and 
a yellow (the customer's receipt). A 
double-faced carbon is inserted be- 
tween the two, making the penciled 
impression on both sides of the 
original. Since the machine reproduces 
exactly what it sees on both sides of 
the original, this makes the writing 
on the copies more readable 

The outside men use four forms 


original 
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NUMBERING and extending are handled 
in office by Wanda Sutton 
betizing, invoices go to machine 


After alpha- 


The original is the same but the yellow 
is kept with it for eventual use as the 
packing slip. The third is a tissue, and 
is the The final 
sheet is pink, and goes to the cus- 
romer. 

On all orders to be shipped, one 
of the partners checks the original and 
yellow invoices. He then sends them 


salesman's record 


along to the shipping clerk, who en- 
closes the yellow as the packing slip 
Originals go to the office 
who price, extend and number them 
They are then ready for copying 
The clerk running the machine de- 
from 


clerks, 


cides, experience, how many 


Paperwork Speed 


On the market today are a rash of 
copying machines for office use. They 
utilize a range of reproduction meth- 
ods (from diazo to photo-copying), 
and are available in all sizes (from 
desk models on up) and price ranges 
(beginning at about $250). 

ELECTRICAL WHOLESALING, in line 
with present-day emphasis on stream- 
lining of office work, has offered seve- 
ral articles on this subject: machine 
billing (Jan. "53, p. 118; July °53, p. 
90) and handwritten invoices (Aug. 
53, p. 60; Mar. '54, p. 51). 


COPYING machine 
send. She make 


copie 


copies are needed of each invoice 


There's one, of course, for the cus 
tomer; often there are as many as four, 


depending on the customer's own 
another 
If ic 


involves a lamp sale, another is needed 


office requirements. There is 


copy if a back order is involved 
for Elgee’s special file. Extra copies are 
sometimes needed 


The 


is filed 


original is the office copy and 


numerically. The firm has no 


customer fic 


but could easily install 
one using machine copies 
e Satisfaction 


Elgee's partners sec 


no reason to return to typed INVOICES, 
if only because typing is an extra, 


unnecessary step. Good handwriting 


has been a slight problem, but since 
illegibility rebounds to the writer him 
self, the has generally im 


proved. Customers haven't complained 


writing 


at all; on the they seem to 


like the 


written invoices 


contrary 


authenticity of the hand 


Partners Lubin and Gross, while 


satisfied with their semi-mechanized 


system, aren't sure they ve solved their 


problems for good. “We think our 


basic invoice setup is fine,’ Gross ex 


To be 


volume forces still more changes, these 


plains honest, we hope more 


are the kind of pre blems we like 
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SPOTLIGHTING YOUR MARKETS 


No. 2 in a Series 


Brings you up-to-date on what you can sell to... 


The Hotel Market 


@ Local-buying hotels with extensive social facilities are the biggest buyers. 
Only a few chains centralize their purchasing. 


@ Since there is little new construction, most sales will be for modernization 
and maintenance. Electrical stocks include big quantities of a few items. 


@ Managers are the final buying bosses. But hotel engineers place most rou- 


tine electrical orders. 


) THE ELECTRICAL 


wholesaler’s 


salesman, the 


manager has the final say. In hotels with less than 200 


best hotel market is the local-buying transient, with 

a near-average or above (96) number of rooms and 
with several hotel-operated social spots (such as banquet 
rooms and restaurants ) 

With new construction practically out (see below), 
modernization and maintenance represent the heart of 
this market. Modernization is underway in most hotels; 
in it lies the industry's best bet for staying on top. Main- 
tenance requirements are considerable, for guest use-and- 
abuse means a short life expectancy for much electrical 
equipment 

Where hotels buy locally—and this is the norm—the 


rooms, he handles purchasing; maintenance work may be 
done by an engineer or by a contractor 

In larger units, housekeepers buy guest room supplies 
and engineers handle maintenance of the building itself 
The engineer is the man-to-see, though housekeepers in- 
fluence purchases for rooms. Engineers are responsible 
for day-to-day purchases, and make recommendations on 
capital expenditures. Their staff maintenance. 
Other purchasing influences: consulting engineers and, in 


handles 


bigger modernizations, contractors and architects 
e Potential—Bathrooms, 
tion items, involve considerable electrical expense. A re- 


which are major moderniza- 


SERVING THIS SERVICE INDUSTRY 


Called the seventh largest service 
industry, the nation’s hotels now num- 
ber about 29,000. They range from 
units with 25 rooms (70 per cent have 


less than 100; the average is 96) to, 


giants with 1,000 rooms or more. 
There's at least one in every fair-sized 
town 

There are three types: transients 
(which the public knows as “hotels” ), 
residentials (which are operated much 
like apartment houses), and seasonals 
(which are primarily in resort areas). 
Some combine residential and transient 
facilities 

Transients are the wholesaler's best 
market. They are the largest in num- 
ber and, individually, in size. They 
compete hard for customers, most of 


whom give their equipment a beating 
Moreover, they usually run the ban- 
quet and ballrooms that require addi- 
tional electrical equipment and main- 
tenance supplies. 

About 20 per cent of the nation’s 
hotel rooms are run by chains. Some, 
mostly the larger chains, buy centrally 
through purchasing agents. But the 
bulk of hotels buy locally 

Since the war, hotel room occupancy 
has drifted downward. The main rea- 
son: motels, which have increased 
their room capacity five times since 
WW IIL Meanwhile, except in resort 
areas, new hotel construction has re- 
mained at a standstill 

Vital hotel needs are linked to serv- 
ice; cleanliness and guest convenience 


are foremost. Competition makes costs 
particularly of equip- 
labor outlay 
(estimated at 40-plus per cent of total 


important, too 
ment that can reduce 
operating Costs ) 

Most interested in the 
parking problem; a few have installed 
And they are in- 


hotels are 
off-street facilities 
voived in air conditioning; nearly a 
third of all guest rooms are already 
air-conditioned 

But the most important trend is gen- 
eral modernization. Revamping of lob- 
bies and commercial areas, refurnishing 
of rooms and baths, streamlining of 
restaurants and other service facilities 
competitive pressures will continue 
least the next 


these changes for at 


decade 
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Hotels: Downstairs and up, a modernization-maintenance market 


cent survey of 15,000 hotels indicates that some 300,000 
new lighting fixtures will be required by 1960. That's an 
average of 20 fixtures per hotel—and does not include 
wiring or exhaust fans, other basic bathroom items 
Most hotels are actually small towns in themselves 
guest rooms and baths are only part of a complete setup 
Some of the attached service establishments are run by the 
hotel: restaurants, bars and grills, banquet and meeting 
rooms, laundries and dry cleaners. Except for lessees, 
buying for these establishments is handled by the hotel 
staff. Others—drug and specialty stores, and barber and 
beauty shops—are accessory operations 
© Measurement—Transients are the best market. Aside 
from the obvious—the number of rooms and their state 
of modernization—the key to a particular transient hotel's 
purchasing porential is in the extent of these operations 
If the hotel caters successfully to community social 
events, there will be extra lighting and special electrical 
equipment that puts the hotel beyond any pat purchasing 
proportion on a per room basis. This means plus-business 
© Lighting—As in any commercial establishment, light 
ing is a big expense. This means not only good incan- 
descent lamp contracts (mostly for guest room use) but 
the special fixtures and lamps, mostly fluorescent, that 
provide good looks in lobbies and accessory stores 
Fluorescents, mostly for baths and downstairs areas 
are far out-numbered by incandescents. And room fix 
tures are decreasing continually in number, with floor 
lamps on the upgrade 
Replacement plugs and cords are standard stock items 
So are toggle switches, which take a big beating from 
guests. Neon-lighted switches are an idea here 
* Motors and Controls—There are more motors and 
motor controls than meet the eye. On elevators, refrigera 
tion equipment, dry cleaning and laundry vats and press 
ers, ice-maker compressors (plus exhaust fans for central 
systems )—that's a rough idea of the number and range 
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of applications of motors and cont 


The bulk of these motors are installed as « 


ment. While contract repair shops handle most of th 


motor maintenance work, competitive prices and prompt 
service On new motors can give the wholesaler an in 
On controls, which involve inventory. the wholesaler’s 
position is strong 

Cooling With lots of hi ur condimoning work 
and few central systems, unit contracts have 
tential. Such installations also mean quantities of 
conduit and grounding type receptacles 


kitchen and 


Downstairs, refrigeration is a must fo 
bar Full air conditioning 
cleaning plant is prohibit y expen: 
promise: window and blower fans 
© Appliances—Most hotel appliance 


the rooms, not the kitchen. Some radi 


and fans are for replacement but many ins 
units to cover part or all « rel. In some 
house keey ing appliances 
The housekeeper takes 
ment, vacuum cleaners are the 
cleaning equipment 
usually bought from speci 
Scull other housewares 
and small mixers, even id] rypar nd radiant 
broilers) and in the bar Here the 
chet does the buying 
Stock Hotels carry 
in stock but irry m 
these items 
Lamps be 
Switches 
Lamp 
Conduit 
Mot 
Heating 


ry 

5 
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THE SALESMAN’S TECHNICAL NOTES 


ACROSS - THE-LINE STARTER 


THERMAL CUTOUTS 


OVERLOAD CONTACTS T 


1 


OIL. MAIN CONTACTS 
sToP HOLOING CONTACTS 


col, which 
‘ding corttacts, 


+ Pressing START button ererg:zes 
closes main contacts ard 
starting mofor. 

+ MOLDING CONTACTS keep coi/ energized after 
start button 1s released by short-circur?- 
119 button. 


MOTOR 


Q 


START- STOP 
STATION 


CONTACTOR 


« STOP bulfon cuts off curren? fo tors 
Main contacts oper, 

* OVERLOAD CONTACTS profecr co//, Oper- 
ing circart Current becomes excessive. 

THERMAL CVTouTS oper motor 
dine becomes foo grear. 


MANUAL REDUCED-VOLTAGE COMPENSATOR 


THERMAL CUTOUTS 


start 
stop coun SONTA 
AUTO TRANSFORMER 


RUN A 


«when hand/e +s moved fo START. rnovaéb/e 
contacts B make with cortacts C. 

connects aulorransformer /7 Serves 
with motor furnishing a reduced vo/fage 
for starting. 

« when motor comes up To speed, Aand/e 
Js manually rrrowr RUAN. 

Confacrs 3. then make contacts A, 
connecting moter directly fo tne. 


«Handle 1s held 17 RUN pos/tion by rhe 
coil, acting against a spring. 

The spring returrs the handle 7e 
the off position /f STOP Luter? /s 
pressed, overload contacts or 
therma/ curours oper, or +f ve/fage 
fats below a mn- 
Vvalae. 

Confacrs are /mmersed (7 orf. 


PRIMARY RESISTANCE STARTER 


OVERLOAD CON 


SwiTcH 


° 


x eco 


SEQUENCE TABLES accompary 
cortacter wiring Magrarns show the order 
(7) which contacts are Closed. Al/ 
(or “sur tches*) are numbered and 
ed fhe first of fhe fable. 

Namber of ander RUM (ridicare 
the nurnber ef performed 117 
starting the /7 7413 case Shere 
are Two. Circles (sometimes X's) 17 The 
co/umns shew which Contacts are chesed 
daring each operation, Contacts / above 
are eperated by Coi/ /; Contacts 2 by cor/ 2. 

Pushing START button energ!zes /. 
Circle oppesite first RUN 
of fable sndicares that contacts / are 
closed first. 

allows current fo pass through star?- 


46 


stat le 
SWITCH SEQUENCE TABLE fist HOLDING CONTACTS 


STARTING RESISTANCE “THERMAL CUTOUTS 


ing res(stance ard star? meoror ara 
reduced velfage. 

«contacts /a are designed fo delay 
closing, allow motor fo acce/erarve. 

contacts /a finally close, The S$ec- 
ond operation rakes place. 2 
energ(7ed, clos:ng Copfacts 2. 
sho eur rhe res/sfance and 
the morfor receives full vo/fage. 

7s operarion shown The 
ond co/umn under RUM 17 e rable. 
Circles after both / ard 2 that 
all /a@atd 2 cortfacrs are closed. The 
extreme right hand column alwags Shows 
tinal p sitions while motor /s running. 

Pushing STOP butter deenerg zes 
ard a// cortfacls oper. 
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Pinpoints the Information You Need on... . 


By W. J. Novak 
and J. F. McPartland 


ONTROLS tor alternating-current 
motors vary widely depending upon 
motor application and operating 

characteristics. As in the case of dc motor 
controls, alternating-current motor con- 
trols can be divided into across-the-line 
types and reduced-voltage types. Controls 
may be simple start-stop units or may 
also include other functions such as spe ed 
control, rotation reversing and various 
types of protection—against overheating, 
overloading, overvoltage 

If full line voltage is connected direct 

ly to a motor, the current drawn trom 
the line will be several times the normal 
running current of the motor. In the case 
of many large motors, the heavy current 
drawn during starting at full line volt 
age would damage the motor windings 
and cause voltage disturbances in the 
supply line. For this reason, across-the- 
line starting is used with small motors 
or where the load can stand the current 
inrush and where line disturbances are 
slight. With many motors, a reduced 
voltage control unit is used to gradually 
apply full voltage to the motor and 
thereby avoid the sudden high current 
which accompanies full voltage starting 
@ Manual Starting Switches are the 
simplest types of ac control devices 
These are across-the-line type switches 
and include ordinary snap-action toggle 
switches and pushbutton switches 

Toggle-type starting switches are made 

with one or two poles for ac motors up 
to 1 horsepower, in the range of 110 
and 220 volts ac. They usually include 
overload protection for the motor and 
are available with a pilot light in the 
same enclosure. They are used with 
single-phase motors in heaters, com 
pressors, tans, pumps and machine tools 

Pushbutton manual across-the-line 

Starting switches contain electrical con 
tact assemblies which are opened and 
closed by pushbuttons, providing start 
and stop. The pushbuttons are mechanic 
ally coupled to the contact assembly and 
protrude through the cover of the switch 
enclosure. These switches are made fi 
use with single-, two- or three-phase 
motors, up to 600 volts and about 
horsepower. They contain overload pro 


tection for the motor and are available 
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Motor Controls—II 


in arrangements which provide for re 
versal of motor rotation 
@ Magnetic Across-the-Line Switches 
differ from manual  across-the-line 
switches in that the contacts are opened 
and closed by the action of a magnetic 
coil. Pushbuttons or other pilot devices 
may be used to energize the coil and 
thereby control the opening and closing 
of the contacts. An advantage of this 
type of switch is remote operation—the 
pushbuttons may be located some dis 
tance from the switch and the motor, 
affording convenience and safety 

Magnetic switches are made for 
single-, two- or three-phase motors, from 
about 2 to 600 hp., for voltages of 110, 
208, 220, 440 and 600 volts. They are 
available in a wide range of enclosures 
general purpose, water-tight, dust-tight, 
hazardous location or corrosion-proot 
and are designed for across-the-line start 
ing of polyphase squirrel-cage motors 
and single-phase motors and for control 
of slip-ring motors. They may be used 
with pushbuttons, float switches, pressure 
switches, thermostats or other pilot de 
vices which provide automatic and or 
remote operation of motors 

Magnetic across-the-line switches 
also available for reversing of polyphase 
squirrel-cage and slip-ring motors, in 
sizes up to 750 hp 

Combination magnetic across-the- 
line switches combine a fused or unfused 
disconnect switch or circuit breaker in 
the same enclosure with the magnetic 
switch. The combination switch not only 
provides motor control but meets the 
electrical code requirement for a motor 
disconnecting device in the supply line 

Automatic multi-speed types of mag 
netic across-the-line starting switches ar¢ 
used to control the speed of multi-speed 
squirrel-cage motors, such as those used 
yn machine tools and textile machiner 
Reduced-Voltage Motor Controls 
are used to slowly and smoothly acceler 
ate motors up to full speed and to limit 
the starting current to a value which will 
be safe tor the motor and will cause no 
objectionable line voltage disturbances 


Such controls must af less than line 
voltage to the motor to start and then 
gradual] increase the voltage apt 
the motor, until the motor is operating 
en tulb line voltage. There are several 
types of reduced-voltage starters 
Primary-resistance starters contain 


resistance units which are connects n 


series with the motor during starting 


With less than full voltage applied to 


the motor, it will start to rotate slowly 
As it rotates, the internal resistance of 
the motor itself increases, reducing the 
line current and allowing removal of the 
series resistance in the starter. The series 
resistance is removed gradually as the 
motor resistance increases graduaily 
When the motor has come up to full 
speed, the resistance of the motor is high 
enough to allow removal of all of the 
Series resistance 

Primary resistance Starters are iscd in 
the stator circuit of the motor. They may 


be manual, in which resistance is re 


duced by moving a handle, or they may 
be automatic, in which timing mechan 
isms reduce the series resistance in steps 
They are used for starting polyphas 
SQUITIC) -cage notors about ny 

up to 600 volts 


A secondary-resistance starter is 


resistance starter used in the rotor s 

ondar circuit of pha wound-rotor 
induction motors. Better control of 
torque 1s the advantage of this type of 
hook i} In such cases, an across-the-ling 
magnetic start is connected t& the sta 
tor circuit and ted trom the supply line 


By inserting resistance in the rotor 


cuit during starting, line current is lim 
ited to a low value The resistance 
gradually removed as the motor comes 
1} tm Spec We n rotor esistance 
Starters arc made with ther Manual of 
mMagnetic-automatic control of resista 


Autotranstormer starters or compet 


gators employ transt er act nt re 
vide reduced voltag t phase squif 
rel-cage motors. They have an advantage 
in that the 1O Mot waste encri im the 
form of heat, as tance starters «ce 
These starter I ected th ta 
tor circuit. re tage 
and’ variat tag 
age on the motor irying tl if 
of transtormat ther i i with 
a handle automatica ins 
magnetic ntactors anda tir nek 
Anothe r wor ntrol 5 


the manual drum controller for start 


nex r reversing sma nh motors 
for sf na capacitor r two-phase 
tors. D m controller are sed where 
the tor is close to the erator small 
lathes and other machine to my 
moving th nan e position 
t another. the motor is reverse 
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The Signaling Equipment Market: 


It's Bigger 


It Takes in Selling These Products... 


To These Markets... 


ATWAD 


For These Applications... 


Providing alarm protection from: fire, theft, vandal- 
ism, sabotage, air raids, hazardous gases, power fail- 
ure, equipment overloads, faulty motor operation, 
phase-to-phase shorts, grounded faults, failure of ven- 
tilators, static electricity in hospital operating rooms 
and hazardous locations, dangerous operating tem- 
peratures in furnaces and ovens, dangerous pressures 
or improper liquid levels in tanks and boilers, illegal 
or nuisance-creating smoke densities. 


Programming activities, such as shift changes, lunch 
hours, rest periods, school classes. 


Timing various steps in industrial processes. 
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Than You Think 


Maintaining product quality by indicating impurity 
content, presence of foreign bodies, too much acid or 
alkali in solution percentages, incorrect thicknesses in 


manufacturing operations. 


Lengthening machine life by protecting valuable 


equipment. 


Announcing visitors, paging personnel through code 
systems. 


Directing hospital personnel traffic, alerting on-duty 
personnel for emergencies, sequencing operating 
room schedules, calling attention to patients’ needs. 
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By Thomas M. Cassidy 


HO can sell between $30 and 
$40 million worth of “bells and 
buzzers”? The answer: no one, 
because electrical signaling equipment 
is no longer just “bells and buzzers.” 
Today it takes in a wide range of 
audible and silent signal systems and 
devices that can be sold to practi- 
cally all markets 
The $30 to $40 million figure rep 
resents the estimated volume rung up 


by electrical wholesale distributors in 
1954. Yet a consensus of manufac- 
turers places this volume at only a 
small percentage of the potential 


market! 
So what's wrong? Perhaps it’s iner- 
tia—which, in part, means the tend- 


ency to remain morionless, unless 


moved by an outside source. As far 


as the wholesaler is concerned, today’s 


signaling equipment market is at rest, 


while practically everything else he 


handles is in motion 


In the next seven pages ELBCTRICAI 
WHOLESALING will try, as one of 


many “outside sources,” to act upon 
the market's inertia. In brief: the 


equipment will be discussed; the prob 


lems—of both manufacturers and d 


tributors—set forth: and some solu 


tions advanced in the form of 


distributor's case studies on successful 


selling of signaling equipment 


Products—Many Variations 


e Size and Simplification—Ele 


trical signaling equipment basically 


has undergone very few radical 


changes during the years. Any changes 


have been chiefly in the size of the 


apparatus and the simplification of 


circuits, with subsequent cost reduc- 


tions. To identify all the various types 


of electrical signaling equipment would 
take pages A briet but representative 


list, would include audible alarms and 


annunciators, paging and program 


ming systems, as well as bells, buzzers 


and chimes 
Even this short listing can be broken 


down into various types. Under alarms 


there are fire alarms and burglar 


alarms, to mention but two. Paging 


j A nital nd den 
adevices, used in hospitals and depart 


ment stores, can be audible, silent or 


voice 
Going another step further, a fire 


alarm might be designed for any one 


of the industrial, institutional, com 


mercial, or residential fields. The same 
is true for burgiar alarms 
Again another refinement. In the 
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The Signaling Equipment Market: 


It Takes in Selling These Products... 


To These Markets... 


VEL 


For These Applications... 


Providing alarm protection from: fire, theft, vandal- 
ism, sabotage, air raids, hazardous gases, power fail- 
ure, equipment overloads, faulty motor operation, 
phase-to-phase shorts, grounded faults, failure of ven- 
tilators, static electricity in hospital operating rooms 
and hazardous locations, dangerous operating tem- 
peratures in furnaces and ovens, dangerous pressures 
or improper liquid levels in tanks and boilers, illegal 
or nuisance-creating smoke densities. 


Programming activities, such as shift changes, lunch 
hours, rest periods, school classes. 


Timing various steps in industrial processes. 
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Than You Think 


Maintaining product quality by indicating impurity 
content, presence of foreign bodies, too much acid or 
alkali in solution percentages, incorrect thicknesses in 
manufacturing operations. 


Lengthening machine life by protecting valuable 
equipment. 


Announcing visitors, paging personnel through code 
systems. 


Directing hospital personnel traffic, alerting on-duty 
personnel for emergencies, sequencing operating 
room schedules, calling attention to patients’ needs. 
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By Thomas M. Cassidy 


HO can sell between $30 and 
$40 million worth of “bells and 
buzzers”? The answer: no one, 
because electrical signaling equipment 
is no longer just “bells and buzzers.” 
Today it takes in a wide range of 
audible and silent signal systems and 
devices that can be sold to practi- 
cally all markets 
The $30 to $40 million figure rep 
resents the estimated volume rung up 
by electrical wholesale distributors in 
1954. Yet a consensus of manufac- 
turers places this volume at only a 
small percentage of the potential 


market! 
So what's wrong? Perhaps it’s iner- 
tia—which, in part, means the tend- 


ency to remain motionless, unless 


moved by an outside source. As far 


as the wholesaler is concerned, today's 


signaling equipment market Is at rest, 


while practically everything else he 


handles is in motion 

In the next seven pages ELECTRICAI 
WHOLESALING will try, as one of 
many “outside sources,” to act upon 
the market's inertia. In brief: the 


equipment will be discussed; the prob 
lems—of both manufacturers and dis- 


tributors—set forth: and some solu 


tions advanced in the form of 


distributor's case studies on successful 


selling of signaling equipment 


Products—Many Variations 


e Size and Simplification—Ele 
trical signaling equipment basically 


has undergone very few radical 


changes during the years. Any changes 
have been chiefly in the size of the 
apparatus and the simplification of 


circuits, with subsequent cost reduc- 
tions. To identify all the various types 
of electrical signaling equipment would 
take pages. A brief, but representative 
list, would include audible alarms and 


annunciators, paging and program 


ming systems, as well as bells, buzzers 


and chimes 
Even this short listing can be broken 


down into various types. Under alarms 


there are fire alarms and burglar 
alarms, to mention but two. Paging 


devices, used in hospitals and depart 


ment stores, can be audible, silent or 


voice 
Going another step further, a fire 


alarm might be designed for any one 


of the industrial, institutional, com- 


mercial, or residential fields. The same 


is true for burglar alarms 
Again another refinement. In the 
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institutional market, fire alarms differ 
A fire alarm used in a hospital is 
quite different from one used in a jail 
Or in the industrial market: a fire 
alatm for use in an automobile assem- 
bly plant is different from one used in 
a lumber yard. Or in the commercial 
market: a burglar alarm used in a 
bank is not exactly the same as one 
installed in an office building. 
e The Big Difference—The basic 
principle and the basic use for which 
are intended are the 
same. The user makes the difference 
Electrical signaling systems (to over- 
simplify) are extensions of the de- 
vices. A system basically consists of an 


these devices 


initiating device, the signaling device 
itself, the equipment used to connect 
one with the other, and a power sup- 
ply. Systems can be made more efh- 
cient, with 
additional devices. A variety of com- 
binations is possible, not to mention 
An electrical fire alarm 
system can be operated with a sprink- 


useful or elaborate 


substitutions 


ler alarm. And a buzzer can be sub- 
stituted for a bell. 

The electrical 
signaling system involves certain de- 
tails. First of all, what type of equip- 
ment and where it is to be located. 
This brings up the type, size and 
number of conductors, and whether 
conduit is needed to carry the wiring. 
Following this, the type, size and loca- 
tion of the terminal cabinets and 
junction boxes must be determined. 
And finally, the type, size and location 
of the power supply, the transformer. 

The method of wiring systems is 
determined by the conditions that pre- 
vail. If an existing structure is to be 
equipped with signals, the wiring 
might be installed in visible metal 
moldings, concealed in conduit or run 
exposed. In nearly all instances of new 
construction, wiring of electrical signal- 
ing systems employs rigid conduit con- 
cealed in the walls or ceilings. 

Certain types of electrical signaling 
equipment, notably fire alarms, come 
under restrictions and codes set up by 
local, state or underwriter standards. 
The architect's or builder's plans also 
have to be considered. The extensive- 
ness of the system will also make for 
differences. A library does not need 
the extension alarm system of a prison. 
It holds books, not crooks. 


installation of an 


Markets—Newest and Biggest 


e Newest Market — The compara- 
tively new market for electrical signal- 
ing equipment is in the residential 
field. It is here that bells, buzzers and 
chimes have made past impact. Many 
residences generally have two types of 
alarms. Most have one. The types are 
protective and convenience. Protective 
alarms could be alarms, safe 
alarms, tank alarms, nursery communi- 


hire 
cators. Convenience alarms, the most 
common, are door signals, room calls, 
and to a small extent, interphone units. 

The bread and butter items, door- 
bells or chimes, along with a trans- 
former and a pushbutton or two, about 
sum up most of the past residential 
market. Signaling systems, since they 
are nearly installed 
house is being built, do not find much 


always when a 


in the way of additions and replace- 
ments in new homes or existing homes. 
In the last few months, new home 
fire alarms have appeared on the resi- 
dential market. The fire alarm units are 
packaged and relatively easy to install, 
making them hot door-openers for 
further residential signaling equip- 
ment sales 
e Biggest Market — Manufacturers 
agree that the market has been cen- 
tered in the industrial, institutional 
and commercial fields. The reason: 
they require this equipment. As one 
manufacturer puts it, “Industry is al- 
ways adding new machines or new 
methods in the factory, all of which 
may means of sound 
warning devices for satisfactory opera- 


req uire some 


Some Problems—as Manufacturers See Them 


Manufacturers have varying beliefs 
as to the size of the total market, bur 
say that it is more or less confined 
new Cited as 
further limiting sales are the special 


nature of some signals and systems, 


chiefly to construction 


and a “dearth of creative selling, parti- 
cularly on the part of the installer 
who in most the electrical 
contractor. It seems that any creative 
selling that is done, is done by the 
manufacturer's sales engineers.” 


cases is 


Local building codes are often a 
determining factor in selling fire 
alarms. Architects and builders may 
specify electrical signaling systems. 
Both can do much to encourage the 
increased use of the equipment if they 
are actively cultivated. 

e Whys and Wherefors—There are 
differences of opinion as to the small 
volume—and the reasons for it—of 
the electrical signaling equipment 
business done by distributors. With 
some manufacturers, distributors ac- 
count for all, or the vast amount, of 
their output. Other makers do not 
distribute through wholesaler channels. 

One manufacturer, quite convinced 
that the electrical wholesale distributor 
does a substantial volume, is equally 
positive the distributor does nothing 
“to sell the product. However, he 
does act as a local source of supply 
to the contractor and to the electrical 
maintenance departments of industrial 
plants and therefore ‘handles’ an ap- 
preciable volume,” he continues. 

Other manufacturers claim the dis- 
triburor “sells what is easy to sell and 
only when it is demanded.” He is, “not 
prone to push a specific product and 
depends on the manufacturer to create 
the demand.” Any volume, manufac- 
turers maintain, is not brought about 
by the distributor, but the convenience 
to the distributor's customers, and 
then, “the distributor will deliver 
whatever brand he has on his shelf.” 

“To do a proper sales job on elec- 
trical signaling systems,” says a leading 
maker, “a firm must have at its dis- 
posal engineers who can take off the 
plans and specifications and be re- 
sponsible for the equipment specified 
in their layouts. They must then be 
able to prepare a bid, follow up the 
job until it is awarded and then go 
after the successful installing con- 
tractor.” According to this manufac- 
turer, distributor salesmen do not have 
the specialized knowledge or the 
authority to do this 
e Emphasis on Systems — Many 
manufacturers are primarily interested 
in the sale of complete systems. Others, 
while preferring complete system sales, 
do a large staple or shelf goods busi- 
ness with wholesalers. However, “it 
takes a great deal of volume in these 
items to make up the commissions or 
extra which the distributor 
secures from the manufacturer on the 
sales of complete systems.” 


disce yunt 


“We would like to find some way,” 
says one mahufacturer, “of competing 
with manufacturers who do not sell 
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through distributors and therefore do 
not protect them, to either secure dis- 
tributor cooperation that would mean 
something and that could earn the 
discount we are obliged to put aside 
for them, or receive their acquiescence, 
without impairment of our staple 
business from them, to deal directly 
with the installing contractor.” 
Distributor training programs and 


sales aids, manufacturers believe, have 
been of some benefit, although the 
highly specialized nature of much of 
the work crops up_ painfully time and 
again. Very few manufacturers say it 
has been their past experience that 
only a small portion of the wholesal- 
ers, interested to de- 
vote any time in sales training to the 
product. 


are sufficiently 


Some Problems—as Distributors See Them 


The distributors do not believe they 
have accounted for a very substantial 
volume of business in the electrical 
signaling equipment field. Statistics 
back them up. Manufacturers’ esti- 
mates of the total potential market 
underline this belief. Most full-line 
wholesalers carry the so-called stand- 
ard equipment but believe volume 
sales are put into a special untouch- 
able engineering class 

Selling the equipment is 
specialized. That is agreed. It 
be sold by a person who has some 
degree of understanding as to the ways 
of combating a specific application 
problem. The specialization varies in 
degree with the complexity of the job 
with engineering back- 
grounds can handle the equipment, but 
training for all is needed, most dis- 
tributors contend 

Some manufacturers, distributors 
point out, sell through agents who are 
not trained, or who cannot take the 


often 
must 


Salesmen 


time out to train the distributor's sales- 
men. Other makers employ their own 
direct salesmen and engineers for sales 
work. The latter policy is necessary, 
distributors agree, due to the nature 
of the business and the fact that they 


(the distributors) are not properly 
trained to recommend the correct type 
of equipment for all of the various 
installations—but they'd like to be 

Arbitrary sales policies also are put 
forward as a reason for the lack of 
volume. But for many, “the equipment 
has never carried the margin of profit 
necessary to make it interesting for a 
distributor to go out and spend a 
lot of time on promotion work. It is 
not profitable at present discounts for 
the work required.” 

A big city wholesaler believes his 
salesmen do not realize the potentials 
in signaling equipment. He adds that, 
due to the lack of effort on the part 
of the manufacturer to create a con 
sumer demand by advertising or to 
initiate sales promotions, salesmen 
seem to be afraid to solicit such busi 
ness because they think it’s too techni 
cal and too specialized.” 

Catalogs are also singled out for 
attention. Some wholesalers believe 
manufacturers have set up their Cata 
logs in such a way that it is almost 
impossible to prevent pyramiding of 


stock. This, 


has a tendency to discourage full pro- 


a wholesaler’s they say 


motion of signaling equipment 


The Crucial Problem—a Few Viewpoints 


e Crux of the Matter—Sales training 
is necessary, but efforts along these 
lines have been too few and far be- 
tween, according to most distributors 
Many say that they have had no expe- 
rience with a manufacturer putting on 
a sales program! Here are a few sam 
ple opinions 

In area we 
offers of a program from the manufac- 
turer."—TVA area 

e “In our territory, help by the 
manufacturers is not 
northern Rocky Mountain area 

e “Nothing from manufacturers.” 


our have had no 


consistent.” — 


southern Texas area 


I do 


not know of any manufacturer's pro 


e “As far as we are concerned 


gram where the educational training 
of the distributors’ salesmen goes fur 
ther than periodical sales meetings in 
volving mostly bells and buzzers.” 
Great Lakes area 

e “I believe past manufacturer pro 
grams have not been too successful be 
cause of their highhanded and indif 
sales Long Island 


ferent policies 


area 
that training and 


e “We believe 
educational programs would be a defi 
nite aid to salesmen in realizing the 
potential in the signaling market. W« 
been 


effort in the past on the part of the 


have not aware of too much 


manufacturer. We would be more than 


willing to have some of our salesmen 


attend such a training program, if of 


fered by a manufacturer of the equip 


ment we handle.’—<central New York 
area 

One distributor sums up the situ: 
tion by 


there wasn't enough education in the 


i 
lr 
if 


saying that, “I've always fe 
signaling equipment field for the elec 
trical distributor 


most 


It appears to me that 


jobs which were a little more 


complicated were usually sold by che 
manufacturer's salesmen, rather than 
the electrical supply house salesman 

On 


wholesalers report, where an engineer 


the very largest of jobs, many 


is required, the profit would be negli 
gible. Therefore the distributor is un 
able to 
sequently must depend on a company 


seldom 


hire such services and sub 


engineer—whom he Sees 


located in 


he has 


Another wholesaler 
Paciti 


in the 


Northwest, says 


past to develop his signaling 


business. He that each time 


the 


re pe rts 


expenses put for the sales 
men's time, plus the work of running 
down the business, just about eats up 
the 10 


IM PEN sat ie we 


per cent commission or sales 
get from the signal 
ing device orders 

To the charge that a distributor will 


deliver whatever brand he has on his 


shelf, a New 


but adds 


Jersey wholesaler agrees 


you cannot do business 


from an empty wagon, neither do you 


sell what you do not have in stock 


And a 
bac k 


delivers the 


southern distributor comes 


with, “naturally the distributor 


brand he carries in stock 


If a good qualihed distributor is not 


carrying a substantial stock of met 


chandise, the salesmen from the man 


should start to do a good 


selling job and see to | 


ufacturet 
that the line 
1S sold cf mplete 

full-line ele 


Many 


wholesalers are 


e In Summary 


trical inanimous in 


their belief that the almost 


cont pi t¢ 


lack of education and training inherent 
in today’s electrical signaling equip 
ment market is the crux of th 
The 


xin ranks second, they say 


lem always important profit mar 


Distributors beliefs as to the size 
of the market 


to fairly 


range from ‘not large 


large” to “relatively lare 
le pending on the they serv 
They think the 


of now 


reas 
residential market 
doesn't offer 
But tney 


listen and they urg 


a proposition 


advertising as 


ind their salesme 


training that will 


kind of 


them to serve this potenti 


How distributors are selling signaling equipment: see next five poges 
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institutional market, fire alarms differ 
A fire alarm used in a hospital is 
quite different from one used in a jail. 
Or in the industrial market: a fire 
alatm for use in an automobile assem- 
bly plant is different from one used in 
a lumber yard. Or in the commercial 
market: a burglar alarm used in a 
bank is not exactly the same as one 
installed in an office building. 
e The Big Difference—The basic 
principle and the basic use for which 
these are intended are the 
same. The user makes the difference. 
Electrical signaling systems (to over- 


devices 


simplify) are extensions of the de- 
vices. A system basically consists of an 
initiating device, the signaling device 
itself, the equipment used to connect 
one with the other, and a power sup- 
ply. Systems can be made more eff- 
cient, with 
additional devices. A variety of com- 
binations is possible, not to mention 
An electrical fire alarm 
system can be operated with a sprink- 


useful or elaborate 


substitutions 


ler alarm. And a buzzer can be sub- 
stituted for a bell 

The installation of an electrical 
signaling system involves certain de- 
tails. First of all, what type of equip- 
ment and where it is to be located 
This brings up the type, size and 
number of conductors, and whether 
conduit is needed to carry the wiring. 
Following this, the type, size and loca- 
tion of the terminal cabinets and 
junction boxes must be determined 
And finally, the type, size and location 
of the power supply, the transformer. 

The method of wiring systems is 
determined by the conditions that pre- 
vail. If an existing structure is to be 
equipped with signals, the wiring 
might be installed in visible metal 
moldings, concealed in conduit or run 
exposed. In nearly all instances of new 
construction, wiring of electrical signal- 
ing systems employs rigid conduit con- 
cealed in the walls or ceilings. 

Certain types of electrical signaling 
equipment, notably fire alarms, come 
under restrictions and codes set up by 
local, state or underwriter standards. 
The architect's or builder's plans also 
have to be considered. The extensive- 
ness of the system will also make for 
differences. A library does not need 
the extension alarm system of a prison. 
It holds books, not crooks. 


Markets—Newest and Biggest 


e Newest Market — The compara- 
tively new market for electrical signal- 
ing equipment is in the residential 
field. It is here that bells, buzzers and 
chimes have made past impact. Many 
residences generally have two types of 
alarms. Most have one. The types are 
protective and convenience. Protective 
alarms could be alarms, 
alarms, tank alarms, nursery communi- 


fire safe 


cators. Convenience alarms, the most 
common, are door signals, room calls, 
and to a small extent, interphone units 

The bread and butter items, door- 
bells or chimes, along with a trans- 
former and a pushbutton or two, about 
sum up most of the past residential 
market. Signaling systems, since they 
are nearly installed when a 
house is being built, do not find much 


always 


in the way of additions and replace- 
ments in new homes or existing homes. 
In the last few months, new home 
fire alarms have appeared on the resi- 
dential market. The fire alarm units are 
packaged and relatively easy to install, 
making them hot door-openers for 
further residential signaling equip- 
ment sales. 
e Biggest Market — Manufacturers 
agree that the market has been cen- 
tered in the industrial, institutional 
and commercial fields. The reason: 
they require this equipment. As one 
manufacturer puts it, “Industry is al- 
ways adding new machines or new 
methods in the factory, all of which 
may some means of sound 
warning devices for satisfactory opera- 
t10Nn. 


require 


Some Problems—as Manufacturers See Them 


Manufacturers have varying beliefs 
as to the size of the total market, but 
say that it is more or less confined 
chiefly to new construction. Cited as 
further limiting sales are the special 
nature of some signals and systems, 


and a “dearth of creative selling, parti- 
cularly on the part of the installer 
who in the electrical 
contractor. It seems that any creative 
selling that is done, is done by the 
manufacturer's sales engineers.” 


most cases Is 


Local building codes are often a 
determining factor in selling fire 
alarms. Architects and builders may 
specify electrical signaling systems. 
Both can do much to encourage the 
increased use of the equipment if they 
are actively cultivated 
e Whys and Wherefors—There are 
differences of opinion as to the small 
volume—and the reasons for it—of 
the electrical signaling equipment 
business done by distributors. With 
some manufacturers, distributors ac- 
count for all, or the vast amount, of 
their output. Other makers do not 
distribute through wholesaler channels. 

One manufacturer, quite convinced 
that the electrical wholesale distributor 
does a substantial volume, is equally 
positive the distributor does nothing 
“to sell the product. However, he 
does act as a local source of supply 
to the contractor and to the electrical 
maintenance departments of industrial 
plants and therefore ‘handles’ an ap- 
preciable volume,” he continues. 

Other manufacturers claim the dis- 
tributor “sells what is easy to sell and 
only when it is demanded.” He is, “not 
prone to push a specific product and 
depends on the manufacturer to create 
the demand.” Any volume, manufac- 
turers maintain, is not brought about 
by the distributor, but the convenience 
to the distributor's customers, and 
then, “the distributor will deliver 
whatever brand he has on his shelf.” 

“To do a proper sales job on elec- 
trical signaling systems,” says a leading 
maker, “a firm must have at its dis- 
posal engineers who can take off the 
plans and specifications and be re- 
sponsible for the equipment specified 
in their layouts. They must then be 
able to prepare a bid, follow up the 
job until it is awarded and then go 
after the successful installing con- 
tractor.” According to this manufac- 
turer, distributor salesmen do not have 
the specialized knowledge or the 
authority to do this 
e Emphasis on Systems — Many 
manufacturers are primarily interested 
in the sale of complete systems. Others, 
while preferring complete system sales, 
do a large staple or shelf goods busi- 
ness with wholesalers. However, “it 
takes a great deal of volume in these 
items to make up the commissions or 
extra discount which the distributor 
secures from the manufacturer on the 
sales of complete systems.’ 

We would like to find some way,” 
says one mahufacturer, “of competing 
with manufacturers who do not sell 
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through distributors and therefore do 
not protect them, to either secure dis- 
tributor cooperation that would mean 
something and that could earn the 
discount we are obliged to put aside 
for them, or receive their acquiescence, 
without impairment of our staple 
business from them, to deal directly 
with the installing contractor.” 
Distributor training programs and 


sales aids, manufacturers believe, have 
been of some benefit, although the 
highly specialized nature of much of 
the work crops up painfully time and 
again. Very few manufacturers say it 
has been their past experience that 
only a small portion of the wholesal- 
ers, “are sufficiently interested to de- 
vote any time in sales training to the 
product 


Some Problems—as Distributors See Them 


The distributors do not believe they 
have accounted for a very substantial 
volume of business in the 
signaling equipment field 
back them up. Manufacturers’ esti- 
mates of the total potential market 
underline this belief. Most full-line 
wholesalers carry the so-called stand- 
ard equipment but believe volume 
sales are put into a special untouch- 
able engineering class 

Selling the equipment is often 
specialized. That is agreed. It must 
be sold by a person who has some 
degree of understanding as to the ways 


electrical 
Statistics 


of combating a specific application 
problem. The specialization varies in 
degree with the complexity of the job 
Salesmen with engineering back- 
grounds can handle the equipment, but 
training for all is needed, most dis- 
tributors contend 

Some 
point out, sell through agents who are 
not trained, or who cannot take the 
time out to train the distributor's sales- 
men. Other makers employ their own 
direct salesmen and engineers for sales 
work. The latter policy is necessary, 
distributors agree, due to the nature 
of the business and the fact that they 


manufacturers, distributors 


(the distributors) are not properly 
trained to recommend the correct type 
of equipment for all of the various 
installations—but they'd like to be 

Arbitrary sales policies also are put 
forward as a reason for the lack of 
volume, But for many, “the equipment 
has never carried the margin of profit 
necessary to make it interesting for a 
distributor to go out and spend a 
lot of time on promotion work. It is 
not profitable at present discounts for 
the work required.” 

A big city wholesaler believes his 
salesmen do not realize the potentials 
in signaling equipment. He adds that, 
due to the lack of efiort on the part 
of the manufacturer to create a con 
sumer demand by advertising or to 
initiate sales promotions, salesmen 
seem to be afraid to solicit such busi 
ness because they think it’s too techni 
cal and too specialized.” 

Catalogs are also singled out for 
Some believe 


manufacturers have set up their cata 


attention wholesalers 
logs in such a way that it is almost 
impossible to prevent pyramiding of 
stock. This, 


has a tendency to discourage full pro- 


a wholesaler's they say, 


motion of signaling equipment 


The Crucial Problem—a Few Viewpoints 


e Crux of the Matter—Sales training 
is necessary, but efforts along these 
lines have been too few and far be- 
tween, according to most distributors 
Many say that they have had no expe- 
rience with a manufacturer putting on 
a sales program! Here are a few sam- 
ple opinions 

e “In our area we 
offers of a program from the manufac- 
turer."—TVA area 

e “In our territory, help by the 
manufacturers is 
northern Rocky Mountain area 


have had no 


not consistent.” — 
e “Nothing from manufacturers 
southern Texas area 
e “As far as we are concerned, I do 
not know of any manufacturer's pro 


gram where the educational training 
of the distributors’ salesmen goes fur 
ther than periodical sales meetings in 
volving mostly bells and buzzers 
Great Lakes area 

e “I believe past manufacturer pro- 
grams have not been too successful be 
cause of their highhanded and indif 
ferent sales policies Long Island 
area 


e “We believe 


educational programs would be a defi 


that training and 


nite aid to salesmen in realizing the 


potential in the signaling market. We 
have not been aware of too much 
effort in the past on the part of the 
manufacturer. We would be more than 


willing to have some of our salesmen 


attend such a training program, if of 
fered by a manufacturer of the equip 


ment we handle central New York 
area 
One distributor 


tion by 


sums up the situa 


saying that, “I've always telt 
there wasn't enough education in the 
signaling equipment field for the elec 
trical distributor. It appears to me that 
most jobs which were a little more 
complicated were usually sold by the 
manufacturer's salesmen, rather than 
the electrical supply house salesman 

On the very largest of jobs, many 
wholesalers report, where an engineer 
is required, the profit would be negli 
gible. Therefore the distributor is un 


able to 


services ana sub 
sequently must depend on 


hire such 
a company 
engineer—whom he seldom sees 
Another wholesaler, located the 
Pacific Northwest tried 


in the past to develop his signaling 


says he has 


business. He reports that each time 


the expenses put out for the sales 


men’s time, plus the work of running 


down the business, just about eats Pp 
the 10 


compensat m we 


per cent commission ofr 
get from the signal 
ing device orders 


To the charge that a distributor will 


deliver whatever brand he has on | 
shelf New 


but adds 


Jersey wholesaler agrees 
cannot do business 


do you 


you 
from an empty wagon, neither 


sell what you do not have in stock 
And a 
back 


delivers the 


southern distributor comes 
liseributor 


stock 


with, “naturally the 
brand he carries in 
d distributor 


stock ot 


salesmen trom the 


If a good qualifi 


carrying a substantial mer 


chandise, the man 


should Start to do a 


selling job and 


ufacturer 
see to it that the line 
1s sold mplete 


Many 


wholesalers are 


e In Summary full-line ele 


trical unanimous in 
their belief that the almost complet 
lack of education and training inherent 
in today's electrical signaling equip 
ment market is the crux of the prob 
mportant 


second, they say 


lem The always prot t mar 
gin ranks 

Distributors’ beliefs as to the 
of the 


to fairly 


market range from “not large 


large’ to “relatively 


depending on the they serve 


They think the 


arcas 
residential market—as 
doesn't offer 
But they are 


they 


of now too attractive 


a proposition willing to 


listen and urge more consumer 


advertising as a big help Distributor 


forward to the 


and their salesmen look 


kind of tra ning that w better equif 


them to serve this potential market 


How distributors are selling signaling equipment: see next five pages 
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SIGNALING 


Samples outdo sales talks on signaling equipment. 


And salesmen at Boston's Wahn Co. have 
found, in clinching a signaling sale, that. . . 


DEMONSTRATIONS, in and out of the office, pay off for Wahn. Here Lawrence 


Sprague, vice president, shows 


a customer just how this home fire alarm works. 


There's 


CE MAN THE SIGNAL be heard? 
That's the all-important ques- 
tion in the customer's mind. 

There's only one way to be sure 

demonstrate it on the spot.” 

So says Douglas H. Davis, sales 
manager for Boston’s George H. Wahn 
Co. He speaks with some authority, 
for this wholesaling firm has increased 
its signaling equipment sales by a third 
in 1953 and another quarter in 1954. 

To reach these sales peaks, Wahn 
has pushed signaling equipment in all 
of its diverse markets. Contractors, the 
firm has found, are good targets for 
home fire alarms and door chimes— 
industrials need new systems to sup- 
plement existing signals and overcome 
noise problems—schools and other in- 
stitutions are looking for better clock 
and warning systems. 

e Cooperation—When there's a new 

item in the signaling equipment field, 

Wahn salesmen are on the move with 

spec sheets and, if available, demon- 


Industrials do their own engineering and installation, 
finds Century's Walter Bates. But there's profit when... 


He Sells Components 


to Industrials 


OR INDUSTRIAL salesman Walter 
Bates, signaling equipment volume 
means elements. And 

for his firm, Providence’s Century Elec- 

tric Co., components mean profits 
“You can seldom sell plant engi- 
neers a complete signal system,” Bates 
explains. “For one thing, the plant 
probably has several alarm or call 
engineers gen- 


pt ment 


installations. Besides, 
erally know just what they want, they 
purchase the parts and install them 
themselves. The idea is to keep the 
parts—bells and horns, transformers 
and switches—moving every day.” 


Bates covers the highly industrial 
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ized Providence area for Century, and 
has been successfully selling signaling 
equipment as part of a full range of 
maintenance supplies. To him as well 
as Century, the component approach 
is a natural 

e Repeat Sales—Take Rau Fastener 
Co., for instance. Like many other 
medium-sized plants, Rau doesn’t have 
an integrated signal setup; each system 
has been added as needed. There's a 
clock - run marking shift 
changes. In to sprinklers, 
a manually-operated internal 
fire alarm. And there's an outside bell 
that as an external fire alarm 


howler, 
addition 


there's 


serves 


Bates sold all these, over a period 
of years. In some cases, he suggested 
applications; in others, the firm asked 
him what he had to solve a special 
problem. Each piece of signal equip- 
ment was demonstrated in the plant 
to make certain it had the right pitch 
and intensity. 

Other needs will arise at Rau in the 
future, and there'll probably be more 
orders for Bates. It’s the same story at 
other plants in his territory. 
© Satisfaction—At Pilling Chain Co., 
Bates sold a bell installation that 
warned a machine operator when the 
raw material was used up. Manage- 
ment satisfaction led to the further 
purchase, from Bates, of components 
for a code-call system 

No matter how unusual the appli- 
cation, Bates considers it routine. At 
Ward Baking Co., for example, he 
sold an industrial horn and accessory 
parts. Connected with a measuring de- 
vice on the smokestack, the horn warns 
the plane engineer whenever smoke 
output gets above the city’s control 
rate. The same plant also has a call 
system throughout its building—again 
sold by Bates 
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stration samples. This was the case 
with the recently-announced Edwards 
home fire alarms 

With the cooperation of the manu- 
facturers representative, the Boston 
firm got samples and spec sheets soon 
after the fire alarm was announced 
Salesmen, after a short rundown on the 
item, went out to demonstrate and 
demonstrate some more, on every call 

Results: the item moved fast. A 
contractor, for example, mentioned a 
convalescent home that had inquired 
about fire alarm protection. A Wahn 
salesman, accompanied by the manu- 
facturer’s rep, called at the home the 
following day. The alarm was set up 
and demonstrated—and sold 

Manufacturer help is a key con- 
sideration, Davis admits. Wahn sales- 
men locate customers and make many 
sales on their own. But manufacturer 
engineering help is close in reserve 
e Customer Needs—Demonstration 


never ends. A Wahn salesman called 


No Substitute for Demonstration 


on a private boys’ school, with fire 
alarm sample in hand. The school di- 
rector was interested; while the school 
has excellent teachers and generally 
good accommodations, the buildings 
are admittedly old—and potential 
tinderboxes 

“They wanted a new system to pro- 
tect their buildings and their reputa- 
tion,” Davis explains. “They liked the 
demonstration. In time, we think 
they'll buy the alarm.’ 

Demonstration is particularly im- 
portant in selling industrials. One 
factory engineer explained that he had 
several signal systems but needed a 
riot-evacuation alarm with a distinct 
ive sound pitch; between plant noise 
and existing signals, the new alarm 
had to sound “just right 

Since there was too much confusion 
during the day at the plant, the sales 
man had to 
set up the alarm. He left the alarm, 
a siren, for a few days while the plant 


go out in the evening to 


engineer demonstrated and checked it 


—and got the sale 
e Applied Imagination Davis 
thinks that most salesmen, to grasp 
the potential of signaling equipment 
should sit down and let their imagina 
tions run wide-open. Some of his 
thinking about off-beat applications 

e Industrials can be sold distributor 
handled fire alarms, especially in re- 
mote areas such as locker rooms, paint 
sheds and boiler rooms 

e Restaurants can be sold bells for 
signaling waitresses or, in the case of 
two-three room layouts, annunciators 
for installation in the kitchen 

e Door opener systems are always 
saleable, especially in offices. Annunci 
ators are the answer in nursing homes 
as well as hospitals 

Signaling equipment is generally 
considered a bread-and-butter item, 
Davis says. “Perhaps it is. But it ts in 


these unusual applications that the 


salesman can really build the profits 


All applications are special—and, t 
Bates, routine. Several textile mills use 
motor-operated diaphragm howlers as 
code call systems. A tool machinery 
firm uses an audible bell instead of an 
annunciator on its freight elevator. A 
chain-making firm uses a howler sig 
nal on its side door, saving the expense 
of a permanent guard 

e Answers—‘Signaling equipment is 
more specialized in its uses than most 
electrical products,” Bates admits, “but 
I sell some items every week. I look 
for applications and suggest new ones 
Since most plant men do their own 
engineering, I merely suggest—and try 
to have the answers when they have 
problems.” 

Bates’ boss, Century vice president 
Lawrence Hardy, stands squarely be- 
hind his salesman on this approach 

It works,” he says. “We sell lots of 
signaling equipment by just keeping 
at it. We carry good lines, and we try 
ro sell the right item for each cus 
romer 


Sales promotion and 


missionary 
work are not neglected on the insti 
tutional or contractor markets, either 


Hardy recalls that, a short time ago, 


he saw the specifications on a fairly 
expensive new home. Included was 
costly fire alarm. After he called the 


architect and presented his line, the 


SALESMAN Welter Bat: make a ar 


purchasing agent, John LaLiberty 


job Specifications were changed. Re 
sults: a sale and another rchitect 
who now knows Centurys fire alarn 
line is available 
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SIGNALING 


SALES 


lramatized tne c 


CONTEST 


mpetition 


yeboard 


which ran last 


tracked each 
President Clifford Justesen (above 
March | 


mans sales and 


April 3 


Sales contests—mailings—local meetings: 
National Electric used them all to push in- 


dustrial signaling equipment sales. Results: 
100 per cent increase, proving that... . 


and-butter 


LEAGUE MEETING 
item attention f ¢ 


men. Featuring product 


nN signaling equipment brought this bread- 
and maintenance 
non-commercial 


mtractors 


the meeting was 


All-Out Promotion Builds Sales 


N SALES 
Electric Co 


promotions, National 
pulls all the Stops 

The Passaic, N.]., wholesaling firm 
continually sales mails 


runs conrests, 


promotional literature and organizes 


local 


league meetings 

Top effectiveness comes when the 
firm combines these techniques. This 
this when 


National Electric gave a big push to 


was the case earlier year 
increased signaling equipment volume 

Gearing its efforts to a two-month 
results: a 


sales contest, the firm got 


100 per cent increase in signaling sales 
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More important, sales of accessory 
circuit and 


jumped 


actuating equipment 
proportionately. Although 
they were not included in the contest, 
President Clifford Justesen figures that 
these amounted to 10 
times the value of the signaling equip- 
ment itself 

e All-Out Push-—National Electric 
started off the promotion with a re- 
fresher course for the sales staff. Held 
at the night 
meeting, it was handled by the local 


accessories 


regular Monday sales 


manufacturer s representative 


Shortly afterward, alerting the local 
electrical industry to the profit-poten- 
tial of signaling equipment, Justesen 
organized a meeting 
on the subject for the Passaic Electrical 


non-commercial 


League 
Promotional help for the salesmen 
there. During the contest 
in March and April, the firm made 
mailings of four-color postcards that 
featured signaling equipment. And to 
dramatize the sales contest—which 
was based on a point system and in- 
cluded prize awards—Justesen set up 


didn't end 
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UNIQUE among National! Electric 
ing customers is Okonite Co., 
Annunciators, used to signal pump or oil- 


signal - 
Paterson 


static line failures, are installed in port- 
able control stations for utilities. Annun 
ciator has both visual and audible signal 


a scoreboard in the firm's main office 
e Creative Selling—The big job 
turning this promotion into profits— 
was done on the sales firing line, dur- 
ing regular calls 
Because New 
those in many states ) 


(like 


require original 


Jersey's laws 


signal installations, most sales were for 
supplementary systems. Typical, per 
haps, was the sale to A. E. Smith Co., 
East Orange 

The firm already had a horn system, 
for signaling fires, and a vibrating buz- 
zer, which functioned as a limited code 
call What management 
a call system that would 
plant employees. To get a 
pitch and tone, a single-stroke bell 
setup 

Sull 


wanted was 
include all 
different 


was installed 


another code call 


system was 
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2. Supplementary Systems > 


the solution at Magor Car Co., Clifton 
Here the problem was not other signal 


but the intense volume 


ing systems 

of plant noise, particular 
National 


system 


from freight 
car riveting Electric sold 


this firm a incorporating six 
horns, blanketing the plant with an 
easily-heard signal 


e Wide Range 


cation systems are 


Cali and communi 
a slice of Na 


tional Electric's signaling equipment 


only 


sales. Signals for increased production 
and plant protection are equally im 
portant 

At Chicago 
Garfield 


used in 


Tool Cx 


tnermostat are 


Pneumatic 

bell and 
conjunction. Installed on 
heat treatment line, the bell signals 


the machine operator when the he 


becomes intense enough to 


lamage the 


4 1. Original Systems 


PROBLEM at Hamersiey Carte pa 
per manufacturer, was a ma 
call system. Solution: an addead ¢ tatior 
setup New system i perate } ne Gay 
time Id unit is use luring aht shift 


quality of the metal 
To protect the rway between two 
plant buil gs, National Electric sold 
a warning system to Weldon Roberts 
Rubber Co., Newark. The firm prot 
lems with teen-age vandalisr nm this 


airway are now 


At Bergen Wire Rope Co., Lodi, the 


watchman's ofhice is tt. trom the 
outer fence This meant conside ble 
walk np nd W ea time t Tete the 
many d alle pushburtos ud 
bell sy m, sold | N val Electri 
h lated thi pi | 
The one esen says 
b r enor n ling july 
me lefinite re not. We know 
there's more ein it for B 
we if 1 tha volun 


les Payoff. 
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TRADE SHOWS, 


Including new signaling equipment 


SIGNALING 


such as MarLe’s “Electrical Progress Exposition,” 
items, 


are the 


MarLe’s show brought out in force its 


right medium 


customers 


for getting top new product impact 


contractors, dealers, engineers 


There's lots of unmined profits in promotion. As its sales testify, 
Stamford's MarLe is gathering signaling equipment gold by.... 


Playing Up New Products 


iN HEN I BECAME a wholesaler 
3() years ago, we'd sell house- 
wives exposed door bells— 
and be happy with the sale. The home 
market has changed plenty since then, 
and so have the signaling devices we 
sell it 

Our sales methods have changed, 
too,” continues Martin Levine, owner 
of MarLe Co., Stamford, Conn. “To 
sell good clock-chimes today, for in- 
stance, you need a different approach 
than with the old door bell.” 

That Levine's firm has succeeded in 
adapting its approach is best meas 
ured on its ascending signaling sales 
curve. While 
commercials as well, much emphasis at 
MarLe is on Stamford's home market 

The town and its trading area is 
essentially suburban, a bedroom for 
New York commuters. This spring, as 
since World War Il, home construc- 
tion is moving at a rapid clip. 

e Sell Up—This is where MarLe 
comes into the picture. When a light- 
ing comes into the show- 
room to fixtures for her 
home, chances are that she'll also carry 


serving industrials and 


customer 
select new 
home new chimes 


“Unless she wants them for her 


kitchen,” Levine comments, “they 
won't be cheap chimes, either. Nice 
homes need nice furnishings, such as 
clock-and-chime combinations selected 
to match decor. We say they're objects 
of art, and more often than not we 
convince the customer on that point 

She may also leave with a home fire 
alarm system. If, that is, the system 
isn't already included in her home's 
MarLe, working with 
contractors, has been 


specifications 
builders and 
pushing these units hard 

Behind such everyday selling lies 
the firm’s concept that new products 
deserve a special boost. ‘This concept 
was highlighted last year by MarLe’s 
sponsorship of ‘Electrical 
Progress Exposition” (EW—July '54, 
p. 60). Devoted to bringing together 
MarLe manufacturers and MarLe cus- 
tomers, the local show naturally in- 
cluded signaling equipment. 
e Keep Selling—Basically, the firm 
works through established and proved- 
Contractors are re- 
minded of MarLe's 
signaling equipment line, and its ap- 
new and modernized 


own 


effective channels 


again and again 
plication in 
homes 


Hardwares and retailers are given 


the same reminding treatment, with 
special emphasis on use of counter dis- 
plays. Door chimes and fire alarms, the 
basic signaling equipment products for 
home use, are pushed all the time— 
and when something new breaks, Mar- 
Le gives it an extra nudg 

With all 


Levine says, 


the new building in Con- 


necticut, “we've found 
that there's signaling device money in 
residential sales. It’s an extra, actually, 
and we may sell only one system to a 


home—but there are lots of homes.” 


EXTRA ENTHUSIASM goes into promot- 
products. Here 
stock item 


ing new and improved 


Don Levine checks new 
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Anniversaries Review 


As all history is the story of the individuals who lived it, so the history of the 


electrical industry is the story of men who conquered its problems—of those, 
who as manufacturers, developed its products, and of others, who as whole- 
salers, took them to market. It is their vision, virility and untiring effort that 
built its remarkable record of stability, ever broadening influence and unbe- 


lievable growth. 


Some of today’s electrical concerns were engaged in manufacturing or whole- 


saling of other products long before the electrical industry was born; others 
entered the field while the industry was still in its swaddling clothes, and 
grew with it; others came into being with the invention of specific new 
electrical products, new applications, new expansion, and have kept abreast 


of its advances ever since. 


ELECTRICAL WHOLESALING is proud to record here an important milestone in 


the long and successful life of electrical wholesaling and manufacturing firms 
that celebrate this year a key anniversary. Following the brief reviews the 


-+.a@12-mile walk each week 


R. B. Dunning & Co. 
Bangor, Maine 
Established 1835 


ONE YEAR after Bangor was granted a city charter 
in 1834, James and Alex Dunning opened a general 
store within ten feet of the present main location 
where pipe fittings and windmills were sold by the two 
brothers. During the 120 years of operation, company 
management has remained in the same family 

In 1837, Robert B. Dunning began working with 
his uncles when he was nine. The industrious youth 
who lived 12 miles away at Winterport, slept in the 
store during the week, and walked home each Saturday 
night after the store closed. He would return each 
Monday morning on the stage. In 1850, the nephew 
was admitted as a partner and remained in active service 
until his death in 1894. Three years later, the R. B 
Dunning & Co. was incorporated and George W. Dun 
ning assumed the presidency. 

A separate pipe fitting and windmill division was 
established in 1905 with E. H. Littlefield in charge 
The new line was placed in a rented store at 37 Mer 
cantile Square, Bangor, and the business was started 
with two employees. In 1908, Littlefield added plumb 
ing supplies to the stock and the business began « 
grow rapidly 

Controlling interest was purchased in 1923 by 
brother of the president, James A. Dunning, who sold 
a portion of this stock to employees of long star 
in the company, but kept a majority in his own 
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roll is called for other firms celebrating anniversaries divisible by five. 


name so his sons could t 


ike control later 
In addition to the present electrical, building and 
plumbing and heating departments, the company also 
sells seed, agricultural implements and farm and dairy 
supplies. A branch store is located at Portland, Maine 
R. B. Dunning & Co. employs 90 people. The northern 


and central parts of Maine are served by 14 salesmen 


Present officers are: John G. Dunning, president and 
general manager; Robert B. Dunning, vice president 
Stanley T. Leonard, treasurer, and Earl B. Smith, as 


sistant treasurer 


. +. Opening of new territory 


Belknap Hardware & Mfg. Co. 
Louisville, Ky. 

Established 1840 

STEAMBOATS began to ply the Ohio River in 1811, 
the year of the birth of William Burke Belknap 
founder of the Belknap Hardware & Mfg. Co 


As a growing boy, his mind was s ilated as he 
watched the manufacture of iron in his father’s furnaces 
nd mill at Pittsburg nd with what he heard con 
cerning passengers and cargoes on distant inland waters 
Unusually confident in | self, the youth kept informed 
of the openings of a new and wide trade territory 


After attempting several financial ventures, Mr. Bel 


knap went to Le uisville where he open i a store next 
to the city’s largest bank. Included in his stock were 
iron bars stings, nails, horse shoes and other heavy 


hardware 
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Today, the business has grown to become one of 
the largest single-unit jobbing houses of wholesale 
hardware and general merchandise in the country. Its 
plant contains 43 acres of floor space in 14 buildings. 
A catalog lists between 80,000 and 90,000 items, bought 
from 3,000 sources of supply, and distributed to 30,- 
000 retail customers by 350 salesmen in 27 states. Most 
of the 1,940 employees have served the company at 
least ten years 

The territory covered by this electrical wholesaling 
company extends from the Great Lakes to the Gulf of 
Mexico and from the Atlantic Coast to the Rocky Moun- 
tains. Officers of the company include: Charles R. 
Bottorff, president; Russell Procter, vice president; Wil- 
liam R. Caskey, vice president; Charles Allen Gage, vice 
president and general manager; Mark B. Davis, vice 
president; Dara E. Cross, Sr., vice president and treas- 
urer; Berl Boyd, vice president and assistant treasurer; 
Dara E. Cross, Jr., vice president; Edward W. Heller, 
secretary and comptroller; Lee E. Dentinger, assistant 
secretary, and Charles W. Allen, Jr., assistant treasurer 


... Wholesaling from the start 


The C. S. Mersick & Co. 
New Haven, Conn. 
Established 1840 


FOUNDED 115 years ago as a wholesale firm by John 
English, the C. S. Mersick & Co. did not establish an 
electrical department until 1909. The department now 
has 30 employees with five outside salesmen, and is 
managed by D. M. Smith, who has been connected with 
it for 41 years 

Handled in the department are radios, television sets, 
wires, cables, conduit, wiring devices, electrical fixtures, 
appliances, ranges, water heaters, space heaters and fans 
Other products handled by the company include hard- 
ware, plumbing and steel supplies. Until it was dis- 
continued, the electrical branch at Hartford, Conn., was 
managed by Peter G. Weber, senior salesman before 
his death last April 

The company, first known as English & Mix, has 
operated under several names. Other titles have been 
John English; English & Atwater; English, Atwater & 
Co., English, Arwater & White; English, Atwater & 
Son; John English & Co., and Hotchkiss & Mersick 
The president now is J. F. Sheppard 


... ten football fields 


The Bostwick-Braun Co. 

Toledo, Ohio 

Established 1855 

AN ADVERTISEMENT in the Daily Toledo Blade 
heralded the first business day of two ambitious brothers 
eager to prosper in a growing city. With no ambition 
ro enter their father’s shoe manufacturing business in 
Newark, N. J., William and Charles B. Roff arrived on 
horseback at Toledo where they purchased a retail and 


wholesale hardware business in 1855. 

Paralleling the rapid growth of Toledo, the business, 
which was named W. & C. B. Roff & Co, moved to 
larger quarters two years later. In 1858, yearly sales of 
the company were $75,000 in a city of 13,000 people. 
The first traveling salesman was Oscar Alonzo Bostwick, 
who joined the firm in 1862. Three years later, the busi- 
ness was again moved to larger quarters at the foot of 
Monroe Street, the location occupied by the shipping 
room of the present main warehouse 

By 1905, the firm was renting every available foot 
in Toledo's warehouse area. Rather than continue leas- 
ing as many as five separate warehouses, plans were laid 
for the purchase of property and the erection of a suit- 
able building. An entire city block was purchased, and 
in 1908, an 8-story building designed specifically for 
wholesale hardware purposes, was completed. The six 
acres of floor space are capable of sustaining 205,720,- 
000 lbs. of merchandise, and have a capacity equal to 
3,660 railroad carloads. With the obtaining of two other 
structures in recent years, the warehouse area of the 
company now occupies a total space of 461,510 sq. ft., 
an area larger than ten football fields 

By 1873, both original owners had retired, and the 
business was taken over by Mr. Bostwick and Carl F. 
Braun, who had been with the firm since 1866. The 
name was then changed to the present title. 

The number of employees now averages 385. The 
Bostwick-Braun Co. has approximately 2,500 sources 
of supply located in nearly every state plus Europe, 
Canada and Japan. 

Present officers are: I. R. Pancake, president; H. H 
Nusbaum, executive vice president; H. L. Thompson, Jr., 
R. M. Shannon, H. W. Bodie, E. J. Brand and H. R 
Daykin, vice presidents; E. F. Knight, vice president and 
secretary, and C. B. Seifert, treasurer. 


... from $3 to 18 acres 


Hibbard, Spencer, Bartlett & Co. 
Evanston, Ill. 
Established 1855 


WHEN William Gold Hibbard went to Chicago from 
Cortland, N. Y., in 1849, he had only $3 in his pocket. 
Six years later, he opened a hardware store in a building 
24 feet wide to begin a business which now is of such 
magnitude that a building 1,060 feet long and 800 feet 
wide is needed to house its merchandise. 

Despite several setbacks, including a fire and a panic 
in 1857, business increased, and the firm was moved to 
a larger building at 62 Lake St. in 1860. Five years 
later, when Frank Spencer joined the company, the title 
was changed to Hibbard & Spencer, and the organiza- 
tion was moved to 92-94 Michigan Ave 

In 1871, when much of the stock was destroyed in 
the Chicago fire, that which was saved was moved to 
Hibbard’s home on Prairie Ave. Shortly after, the com- 
pany resumed business on Lake St. Eleven years after 
the fire, Adolphus Bartlett, who began with the com- 
pany in 1864 as a shelf duster, became an official, and 


(Continued on page 102) 


ELECTRICAL WHOLESALING—June, 1955 


\ 
/ 
: 
f 
58 


Roll Call of 


Anniversaries 


95 YEARS 


Wholesalers 


C. D. Franke & Co., Inc., Charleston, S. C. 
The Hardware & Supply Co., Akron, Ohio 


90 YEARS 


Wholesalers 


The Canton Hardware Co., Canton, Ohio 
Missoula Mercantile Co., Missoula, Mont. 


85 YEARS 


Wholesalers 
Walter Woods, Ltd., Hamilton, Ontario, Can. 


80 YEARS 


Wholesalers 


Edward Joy Co., Syracuse, N. Y. 
Masback, Inc., New York, N. Y. 
Teague Hardware Co., Montgomery, Ala. 


70 YEARS 


Wholesalers 


Coghlin Electric Co., Worcester, Mass. 
Oakes Electrical Supply Co., Holyoke, Mass. 


65 YEARS 


Wholesalers 


Baird Hardware Co., Gainesville, Fla. 
Bison Electrical Co., Inc., Buffalo, N. Y. 
W. T. Pace Hardware, Franklin, Va. 
Henry A. Petter Supply Co., Paducah, Ky. 


Manufacturers 


The Arrow-Hart & Hegeman Electric Co., Hartford, 


Conn. 
The Emerson Electric Mfg. Co., St. Louis, Mo. 
Paranite Wire & Cable Corp., Ft. Wayne, Ind. 
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60 YEARS 


Wholesalers 


The Mine & Smelter Supply Co., Denver, Colo. 
Rumsey Electric Co., Philadelphia, Pa. 


Manufacturers 


The Kirlin Co., Detroit, Mich. 
H. B. Sherman Mfg. Co., Battle Creek, Mich. 


55 YEARS 


Wholesalers 

Charleston Electrical Supply Co., Charleston, W. Va 

Millersburg Hardware Co., Millersburg, Pa 

Sackett Elect. Sup. Div., of W. A. Case & Son Mig 
Co., Buffalo, N. Y. 

Stratton-Warren Hardware Co., Memphis, Tenn 

Superior Sterling Co., Bluefield, West Va 

Uhr Electric Supply Co., Inc., Philadelphia, Pa 


Manufacturers 

Champion Lamp Works, Lynn, Mass 
McGraw Electric Co., Elgin, Il. 
The Wiremold Co., Hartford, Conn 


45 YEARS 


Wholesalers 

Benson-W ilcox Ltd., London, Canada 

Gamarel Electrical Supply Co., Inc., Irvington, N. J 
Hudson Electric Supply Co., Union City, N. J. 
McNaughton-McKay Electric Co., Detroit, Mich 
Mill-Power Supply Co., Charlotte, N. C. 

Spring & Buckley, Inc., New Britain, Conn 

The United Lamp Co., Cleveland, Ohio 


Manufacturers 


The Black & Decker Mfg. Co., Towson, Md 
Van Cleef Bros., Inc., Chicago, III 


40 YEARS 


Wholesalers 


Boggis-Johnson Electric Co., Milwaukee, Wis 
Electric Supply Co., Des Moines, lowa 
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Electrical Supply Corp., Dallas, Texas 

Greusel Distributing Corp., Milwaukee, Wis. 
Hampden Electric Supply Co., Springfield, Mass. 
Hawkins Electric Co., Chicago, Il. 

Illuminating Electric Co., Chicago, III. 

Joseph Kurzon, Inc., New York, N. Y. 

Michigan Brass & Electric Co., Lansing, Mich. 
Requa Electrical Supply Co., Inc., Rochester, N. Y. 
Silk City Electrical Supply Co., Paterson, N. J. 
Van Ness Co., Inc., Potsdam, N. Y. 


Manufacturers 


Copperweld Steel Co., Pittsburgh, Pa. 
Jefferson Electric Co., Bellwood, IIL 
Clyde W. Lint, Chicago, III. 


35 YEARS 


Wholesalers 


Advance Electric Supply Co., Flint, Mich. 
Artophone Corp., St. Louis, Mo. 

Beller Electric Co., Newark, N. J. 

Erskine-Healy, Inc., Rochester, N. Y. 

Finberg Supply Co., Lawrence, Mass. 

W. T. Foley Electrical Supply Co., Inc., Kansas City, 
Kan. 

Kandel Bros. Electrical Supply, Middletown, N. Y. 
Meisel Hardware & Supply Co., Bay City, Mich. 
Meletio Electrical Supply Co., Dallas, Texas 
Merrill Electric Supply Co., Worcester, Mass. 
Midland Implement Co., Inc., Billings, Mont. 
Northland Electric Supply Co., Minneapolis, Minn. 
Parsons Brothers, Inc., Bridgeport, Conn. 

J. J. Ryan Electric Co., Louisville, Ky. 

Louis Shiffman, Inc., Brooklyn, N. Y. 


Manufacturers 
Eagle Electric Mfg. Co., Inc., Long Island City, N. Y. 


30 YEARS 


Wholesalers 

Artcraft Electric Supply Co., Wilmington, Del. 
Atlantic Electrical Distributors, Inc., Brooklyn, N. Y. 
California Wholesale Electric Co., Los Angeies, Cal. 
Continental Electric Co., Kansas City, Mo. 
Dyer-Clark Co., Lawrence, Mass. 

Eagle Electric Supply Co., Inc., Boston, Mass. 
Gordon Bros. Electric Co., Lancaster, Ohio 

Maegin Electric Supply, Atlantic City, N. J. 

A. Wayne Merriam, Inc., Albany, N. Y. 

The Rodley Co., Inc., Boston, Mass. 

The Sacks Electrical Supply Co., Akron, Ohio 
Seneca Electric Co., Buffalo, N. Y. 

Silver Electric Supply Co., Reading, Pa. 

Southland Electrical Supply Co., Inc., Louisville, Ky. 
Townsend Hardware Co., Inc., Jackson, Tenn. 
Watson-Flagg Sales Corp., Paterson, N. J. 


West Chester Electric Supply Co., West Chester, Pa. 
Wolverine Light Supply Co., Detroit, Mich. 
Woodstock Lamp Co., Ltd., Woodstock, Ontario 


Manufacturers 


The Clark Controller Co., Cleveland, Ohio 
Clifton Conduit Co., Inc., Jersey City, N. J. 
Fullman Mfg. Co., Latrobe, Pa. 

G-M Laboratories, Inc., Chicago, IIL. 


25 YEARS 


Wholesalers 


Cortland Wholesale Electrical Sup., Cortland, N. Y. 
Danforth Corp., Pittsburgh, Pa. 

Davis Electrical Supply Co., Inc., Buffalo, N. Y. 
Fitzpatrick Electric Supply Co., Muskegon, Mich. 
Florance Elec. Supply Co., Inc., Binghamton, N. Y. 
Fromm Electric Supply Corp., Plainfield, N. J. 
Gold Seal Electric Supply Co., Philadelphia, Pa. 
Hollywood Wholesale Electric Co., Hollywood, Cal. 
Donald C. Keddy, Ltd., Halifax, N. S. 

Service Electric Supply Co., Pittsburgh, Pa. 

Square Electric Sup. & Fixture Co., Jersey City, N. J. 
Standard Wholesale Electric Co., Los Angeles, Cal. 
State Electric Supply, Oakland, Cal. 

Williams, Inc., Peoria, Ill. 


Manufacturers 


H. R. Kirkland Co., Morristown, N. J. 
Republic Steel Corp., Berger Mfg. Div., Canton, O. 
M. H. Rhodes, Inc., Hartford, Conn. 


Schick, Inc., Stamford, Conn. 


20 YEARS 


Wholesalers 


American Wholesale Electric Co., Los Angeles, Cal. 
Bean Electric Co., Seattle, Wash. 

Brock-McVey Co., Lexington, Ky. 

Electric Supply & Equipt. Co., Inc., Greensboro, N.C. 
Electric Supply & Motor Co., Philadelphia, Pa. 
Evans Electrical Supply, Inc., Baton Rouge, La. 
Ideal Electric, Ltd., Toronto, Ontario, Canada 
Longley Supply Co., Wilmington, N. C. 

Marsh Electrical Supply, Amarillo, Texas 

Messner Electric Supply Co., Longview, Texas 
Mid-Hudson Electric Sup. Corp., Poughkeepsie, N.Y- 
Peck Electric Supply Co., Troy, N. Y. 

Reader's Wholesale Distributors, Inc., Houston, Tex. 
Stanley Electric Supply Co., Camden, N. J. 

State Electric Supply Co., Pittsburgh, Pa. 

Tarnow Electric Supply Co., Detroit, Mich. 
United Radio Supply, Inc., Portland, Oregon 


Manufacturers 
Lighting Products, Inc., Highland Park, III. 
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SILVER ANNIVERSARY PORTRAIT 


 EEWA Enjoys 
Its 25th Anniversary Dinner-Dance 


os 25th Anniversary Dinner and Dance 
ot 


the Eastern Electrical Wholesalers 


Association was celebrated in grand style 
April 30 at the Grand Ballroom of the 
Waldorf-Astoria Horel 


Hundreds of electrical distributors, manu 


facturers, their families and their friends ae 
enjoved an evening of dining, dancing and 
entertainment. There was a seven-cours 
dinner, a twelve-piece orchestra, and a nine 
act show. They all added up to a wonderful 


time tor all 
Responsible for making the affair an out 


standing success was the committee, con 


sisting of Bill Kahn, chairman, Dan Bloom 
COMMITTEE MEMBERS above include Lou Stiege, Midway Electric Supply Cc Jack Korn, Henry Krug, Joseph Kurzon : 
Bill Kahn, Tudor Electrical Supply Co.; Henry Krug, Reliable Electrical Supply Leo Siegel, Lou Snege Jack Tucker and ~~ 
ack Korn, Williamsburg Electric Supply Corp.: Tom Gopsill, EEWA man 7 
aging director. Others are: jim Krieger, Lighting Magazine; Harold Meyer : ' , 
Third National Electrical Industries Show; George Ganzenmuller, ELECTRICAL tende iS tnaNnks CO Sever manufacturers eh 
WHOLESALING; Steve Cord Electrical A ates Club, In who contributed to the affairs success 


Mr. and Mrs. Henry }. Baitinger and guests. Mr. and Mrs. William J. Kahn and guests 


Mr. and Mrs. Norman and Henry Krug and guests. Mr. and Mrs. Leo Siegel and guests. 


A FEW TABLE SNAPSHOTS a 
5 


Get this 
FREE 


Home Wiring 
all Chart! 


It’s a ready 
check list of 
typical home 
wiring loads 
and circuits! 


You'll want to look over this handy and practi- 
cal chart and consider its possibilities for use by 
your electrical contractors and appliance dealers. 
Large quantities are available to you at special 
at-cost prices. 


AUTHORITATIVE! 

The wiring facts shown by this chart were worked 
out in collaboration with leading electrical con- 
tractors and modern adequate wiring experts. 
You can be sure of the facts it contains. 
Typical loads and circuits for kitchen, laundry, 
living areas and fixed utilities are shown. Also 
typical power center and circuit requirements for 
a six-room house. 


WATER HEATER 


KING-SIZED! 
It's a real king-sized chart, twenty inches deep 
by two feet, 3 inches wide. You'll find its large 
type easy to read. Printed in 2 colors on heavy 
stock, it stands up under long use. Send coupon 
for your FREE copy today! 


Kennecott Copper Corporation 


Fabricating Subsidiaries: CHASE BRASS AND COPPER CO.* KENNECOTT WIRE AND CABLE CO. 
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CHART FOR HOME WIRING SYSTEMS 


LIVING EAS 


Typical | Preterr 


Fuse Motes 


v0 204 Seperate recommended 


Should me! be ted 
circett serving other heevy 
duty 
mo! be Conmected to 
serving es 


Provide ome circwit ber cock 
500 Divided receptacle 
may be switch controlled 


Mores 


Provide ot leest one circeit ter 
eoch 1200 warts of fixed 


lighting 


Consider 4 bw 3 wire circunts 
to ol! window or comele type 
ew comditemers Outlets moy 


then be sdapied 
120 o 240 volt mochines 


TYPICAL POWER CENTER AND CIRCUIT REQUIREMENTS 


PRINTED FOR YOUR 
INFORMATION BY 


Ke 


COPPER CORPORATION 


ew" 


or 
ennecott Copper Corp 


K 42nd Street wo chort 4 
161 Eos gort, your 

ligation on ™yY ng systems 
joo 


coupon today 


Your FREE copy of this Home 
Wiring Wall Chart will be sent 
to you immediately. If you would 
like to have quantity prices, 
check the coupon. 


ation 


it 
List for qven ity 
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Typical Typical 
(ia 
WORKSHOP 
TELEVISION 2Kw 212 
FIXED UTILITIES 
direct connected on = 
2 
larly ot one location AiR CONDITIONER 1200 | 120 212 | 200 ae 
shold be etteched te i 
‘ 2000 4 iw. [12% | 20K | or more 
(2 single circuit ot © time. | A . 
| CENTRAL Consul ber 
| wp conpmonen | | [79/200 recommended connection: 
_ | SUMP PUMP 300 120 | 2412 2A more] Moy be dre! 
BATHROOM HEATER 1290 | 212 | 1 Dwrect commected 
(3) type receptac te Ae 
Service | male | 100 emp 260/120 welts | Dish Washer 20 emp Dw | 120 veins 
Sow Woter Mw. | | 30 emp 260/120 | 28 amp 120 tt 
Sew 30 emp 260/120 vols | Mester 20 emp 120 veins 
Tidy Cooler 
(lex: = 
é 
n 
NAME 
FIRM 
TATE 
ADDRESS 10NE 
Boor 
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EVERYBODY’S a prospect for the 


NEW EDWARDS HOME FIRE ALARM! 


BUILDERS — More new homes are being built this spring than any 
year in history. Edwards Home Fire Alarm is a powerful 
sales-plus for builders, a high profit item for you! Add it to your 
line when selling builders and make every sale bigger! 


CONTRACTORS — With the “adequate wiring” push in full swing, 
contractors are making more calls on homes, seeing home 
fire alarm prospects every day. Here’s another opportunity for 
increased sales — by adding the Edwards Home Fire Alarm 


to the items you sell contractors! 


RETAIL STORES — The problem in going out to sell retailers is 
to have enough dollar volume to make each call 
worthwhile to your salesmen. The answer: by selling 
the Edwards Home Fire Alarm and Display to each 
store you can make the salesman’s call pay for itself! 


F-100 flush, F-200 sur- 
‘ face, Home Fire Alarm, 
Edwards Home Fire Alarm to every sale you make, for bigger $19.95. Demonstrator 


Cash in on the fact that everybody's a prospect! Add the 


sales, bigger profits. Start getting your share today - ee display available. Ask 
; your Edwards salesman 
or write Edwards Co., 


Dept. EW-6 for details 


WARDS NORWALK, CONNECTICUT 


IN CANADA, OWEN SOUND, ONT. 
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A MESSAGE TO AMERICAN 


This is a message of appreciation to Amer- 
ican industry. The occasion for the message 
is the completion of our eighth annual McGraw- 
Hill Survey of Business’ Plans for New Plants 
and Equipment. 

To a considerable degree, our apprecia- 
tion is personal. It goes to the companies 
whose cooperation made our survey pos- 
sible. Twice as many companies as in any 
previous McGraw-Hill anuual survey carefully 
answered our questions about their plans to in- 
vest in new producing facilities. They gave a 
great deal of expensive time to the job. The co- 
operation of these companies, which employ 
nearly eight million workers, put the results of 
our survey on the firmest footing, in terms of 
coverage, it has ever had. For this cooperation 
we are most grateful. 

But our appreciation is much more than 
personal. It extends in even greater de- 
gree to the kind of planning of investment 
in new plants and equipment which our 
survey revealed. The nature of this plan- 


A full report of the results of the eighth annual 
McGrow-Hill Survey of Business’ Plans for New Plants 
and Equipment will be sent to anyone requesting it 
from the Department of Economics, McGraw-Hill Pub- 
lishing Company, inc., 330 West 42nd Street, New 
York 36, N.Y. 
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TO AMERICAN BUSINESS... 


Thanks for Taming Wild Horse 


INDUSTRY * ONE OF A SERIES 


ning holds out promise that American in- 
dustry is on the way toward bringing under 
control what historically has been one of 
the most upsetting forces in the American 
economy—the violent fluctuations in busi- 
ness capital investment. Progress in ironing 
out these fluctuations gives occasion for public 


gratitude. 


Very Good Business News 


The part of our surveys that attracts the wid- 
est interest is the news they give about imme- 
diate business prospects. And this year the news 
is very good, The survey results indicate that 
American business as a whole plans lo invest 
$29.5 billion in new plants and equipment this 
year. That is 5‘) more than was invested last 
year, and a new high for any yea 

Plans for the years 1956-1958 are also re 
markably encouraging in terms of the amount 
ol investment in prospect. American business 
reports that it is already planning to spend with 
in 3°> as much for new plants and equipment 
in 1956 as in 1955. In the past, the expenditures 
plarmed for future years have always been 
sharply lower than those planned for the cur 
rent year. This is understandable enough. It is 
sometimes impossible to anticipate all the ex 
penditures that will be necessary a year or more 


hence. Thus the fact that plans are already made 


Ss 
ta 
+ 
; 
¥ 
ay 
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to spend almost as much in 1956 as this year is 
very good news about business prospects. The 
level of investment now planned for the years 
1957 and 1958 is also remarkably high — far 
higher than ever reported for years that far 
ahead in previous McGraw-Hill surveys. 


Taking the Long View 


The fact that these plans exist is of im- 
mense constructive significance. It clearly 
indicates that more and more, and now 
in dramatie degree, American business is 
taking the long view in making its plans 
for capital investment. It is developing a pro- 
gram which, if successfully carried out, will go 
far toward eliminating the habitual, destructive 
surging and sagging of what is in effect the 
central power house of our economic system — 
capital investment by business. Upon the level 
of this investment depends not only the general 
state of our prosperity but our progress in rais- 
ing the American standard of living with new 
products and new and better industrial proc- 
esses. 

Seven years ago, when we first asked industry 
to estimate its capital spending beyond the cur- 
rent year, only a small minority of companies 
could give us any estimates at all. This year, 
87°. of the cooperating companies—and it was 
a far larger number of companies—could com- 
ply with our request for estimates for the years 
1956-1958. 


it Pays to Bet on Growth 


\ number of developments help explain the 
increase in long-range planning of capital in- 
vestment. One is the increasing technical com- 


plexity of American industry. It often” takes 


longer, in this complicated age, to work out a 
successful installation of new plants and equip- 
ment. Another reason for long-range planning 
is American business management's increasing 
conviction that it pays to bet on the demon- 
strated capacity of the American economy to 
grow over the long pull. With this goes a cor- 
responding determination not to let short-term 
business fluctuations upset individual company 


plans for growth through addition of new plants 
and equipment. An additional factor, and one 
of great and increasing importance, is the sense 
of public responsibility on the part of American 
business leaders who want fo help prevent de- 
structive swings in the levels of new investment. 

It cannot be too strongly emphasized 
that there is still nothing automatic about 
the carrying out of these long-range plans 
for business spending. Actual expenditures 
are still governed in major degree by the gen- 
eral health of our economy. This is fully at- 
tested by the fact that the current business 
recovery has led to a substantial upward revi- 
sion of the investment plans reported to us last 
fall when we made a preliminary check of plans 
for 1955. Either private economic excesses or a 
reversal of the recent improvements in federal 
tax policy could gravely upset realization of 
present plans. Fortunately, neither of these pos- 
sibilities seems to be an immediate threat. 

The very fact, however, that American 
business management has made these 
plans and will do its utmost to carry them 
out is a development of tremendous con- 
structive importance for the American 
economy. It means that major efforts are 
being made to tame what historically has 
been an economic wild horse—the process 
of capital investment by business. Both for 
doing it, and for telling us about it in our 
annual surveys, we extend to American in- 
dustry our sincere thanks. 


This message is one of a series prepared by the 
McGraw-Hill Department of Economics to help 
increase public knowledge and understanding 
of unportant nationwide developments that are 
of particular concern to the business and pro- 
fessional community served by our industrial 
and technical publications. 

Permission is freely extended to newspapers, 
groups or individuals to quote or reprint all or 
parts of the text. 


PRESIDENT 
McGRAW-HILL PUBLISHING COMPANY, INC. 
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and here's why 


It’s an all purpose raceway that - 
goes in fast and economically 1,500 ft. of Wirewa 
was instalied in 
1. Hinge-type coupling permits most economic installa- the Manhattan Shirt 


uion . flush to wall, in corners, bracketed out or sus- Com ny Plant 
pended. 2. Flangeless sections permit speedy assembly. npe y Bre 


3. Multiple knockouts on two sides for convenient 
branch circuiting. 4. Hinged covers are designed for 
quick access at all points 


It’s versatile, rugged, attractive in appearance 


1. Any wiring combination possible within National 
Electrical Code. 2. Splicing within the raceway approved 
by the National Electrical Code. 3. Large cross sectional 
area provides wiring capacity to permit many branch 
takeoffs. 4. Die formed from rugged 16-gage steel! 
100°, salvable. 5. Attractive satin grey baked enamel 
finish also serves as excellent prime coat for over-painting 
in installations using color dynamics. 


NE Wirewa is avaliliabie in both 4” x 4” and 6” x 6” sizes. 
Investigate the advantages of placing stock orders now! 


tis, 


National Electric Products 


PITTSBURGH, 
3 Plonts + 10 Worehouses + Soles Offices 
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a popular feature ~,oOf the new 


“Parma, Ohio senior High school 
— 


wa 


stage lighting 
controls system 


by 


Stage Lighting Control Systems by aré“@ papular feature 
of more than 500 theaters, high school @ighealiege 
auditoriums in this country and elsewhere 


That’s because @@ Stage Lighting Controls add tremendously to 
the color, beauty and enjoyment of these structures. 


The result of more than 50 years experience and know how, 
@® Stage Lighting Controis embody the latest features 
in design and construction. @ Stage Lighting Control Boord installed in Parma, Ohio School. 


é 


jlustrative of the wide range of control systems produced by 


Built on the unit basis, @ Stage Lighting Controls can treks teetiontes 


be made to fit any type of auditorium or theater. All are approved 
“ CONTROL BOARDS for Manvol Control, Modified Pre-Set 
by the Underwriters’ Laboratories, Inc., for abel service Remote Control, Multiple Pre-Set Remote Control, Motor Driven 
and will give long lasting and trouble free service Control, Electronic Tube Control, Mobile Color Lighting Control. 


DIMMING CONTROL EQUIPMENT— 
Resistor Type, Auto-Tronsformer Type, Electronic Reactor Type. 


Include an @® Stage Lighting Control System in all school, college or 
other auditorium you are called upon to design. For further 
details contact your nearest @@ representative listed in Sweet's 


makers of 


Adar busduct + panelboards + switchboards 


service equipment + safety switches 


load centers + Quikheter 
BOX 357, MAIN P. O. @ ST. LOUIS 3, MO. 
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Red Throat 


B-M 21B, THE NEW INSULATED THROAT 
INDENTER 
CONNECTOR 
E. M.T. 


AS 


Protruding rounded red plastic lip 
of bushing prevents cutting of 
insulation — eliminates shorts 


Full thread screws into al! conduit 
fittings. Lip of RED THROAT bushing 
protects thread from damage 
Deep dished eight pronged lock 
nut is easier to drive on screws 
flush to shoulder and digs into 
metal of box for vibration proof 
positive ground 

Permanent locked-in bushing in- 
sures smooth burr-free raceway 
for easy fishing. No extra work 
ond costs no more 


Briegel, the Original Indenter Fittings are neater 
in appearance, easier and faster to use. Installation 
is simple and less expensive. Two quick squeezes 
sets them forever. Try B-M Indenter Fittings and 
get more profits from each job! 


All B-M indenter METHOD 

Fittings ore UL. Approved 

concrete-tight and for generol ~ T00L 

use (File Cord £10863). Also comply 

With Federol Specifications W-F-406. C0. 


* ILLINOTS 


Warehouse 
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ALL BRIEGEL FITTINGS ARE U.L. APPROVED AS CONCRETE-TIGHT 

Stocks in Principul Cities for 
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. . another advance in mercury lighting from G. E. 


Now 54% more light from 
G-E 400-watt mercury lamp 


New General Electric 
H400-RC] gives top 
color balance, too 


In another mercury lighting first, General Electric has 
raised the light output of the H400-RC1 mercury lamp 
from 12,300 to 19,000 lumens! This 54% increase in 
efficiency results from using a special fluorescent phos- 
phor as a reflector as well as to improve color balance. 
Its color characteristics are best of any mercury lamp for 
general lighting. Color rendition approximates a mix- 
cure of % filament light and % mercury light. 

The new G-E H400-RC1 mercury lamp has a life rating 
of 6000 hours at 5 or more hours per start. It operates 
on the same equipment as all other 400-watt mercury 


lamps and is interchangeable in most reflectors. 


With its controlled beam, good color, easy mainte- 
nance, and high light output, it is first choice for most 
mercury lighting applications. 

For more information on how this new lamp and others 
in the complete G-E line of mercury lamps can boost 
your sales, write General Electric Company, Lamp Divi- 
sion, Dept. 482-EW-6, Nela Park, Cleveland 12, Ohio. 


COMPARE NEW G-E RCI WITH OTHER 400-WATT MERCURY TYPES 
NEW RCI VS H400-E1 NEW RCI VS H400-J1 NEW RCI VS H400-Al 


@ Light on the work } @ Delivers 10-20% more @ 35% more light on 
equal or greater in light on the work in the work in most 
most equipment most equipment equipment 

@ Has somewhat better @ Has good color 
color balance balance 


@ Less maintenance / @ Lower cost of light @ Lower cost of light 


@ Adds color balance 


Progress /s Our Most Important Product 


GENERAL ELECTRIC 
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STOCK THE ONLY 


uiette LIGHT SWITCHES 


for all quiet switch needs... OVW inventory 


Why complicate your ordering and inventory? Just stock 
the one line of quiet switches that meets every require- 
ment of electrical contractors ond users: 


« EASY, FAST, ECONOMICAL INSTALLATION AND 
MAINTENANCE 
QUIET, SAFE, DEPENDABLE OPERATION UTILIZ- 
ING SILVER ALLOY CONTACTS INSTEAD OF 
MERCURY TYPE, FOR INCANDESCENT OR 
FLUORESCENT LIGHTS AND APPLIANCES 


LIFETIME 1891 Type — Specification grode. Screwless WIRE 
LOCK Terminals, or Binding Screw Type for Back and Side 
Wiring. 15 or 20 amp — 120-277 volt ac only. 


INTERCHANGEABLE QT-1 Type — Specification grade. Screwless 
WIRE-LOCK Terminals. Line Feed Thru Shunt in Single Pole and 
3-Way Models. 15 amp — 120-277 volt ac only 


Junior Q-1 Type — Screwless WIRE-LOCK Terminals. Ground 
Feed Thru Shunt in Single Pole Model. 15 amp — 120 volt 
ac only. 


All cre available in single and double pole, 3- and 4-way, and listed aos standard by Underwriters’ Loboratories 


ARROW -HART 


WIRING DEVICE DIVISION 
103 HAWTHORN STREET, HARTFORD 6, CONN. 


OFFICES, SALES ENGINEERS AND WAREHOUSES IN: 
ATLANTA DALLAS MINNEAPOLIS SEATTLE 

BOSTON DETROIT NEW YORK 
CHICAGO INDIANAPOLIS PHILADELPHIA HAVANA, CUBA 
CINCINNATI LOS ANGELES ST. LOUIS TORONTO, CANADA 
CLEVELAND MILWAUKEE SAN FRANCISCO LONDON, ENGLAND 


WIRING DEVICES - MOTOR CONTROLS 
Quabity ENCLOSED SWITCHES - APPLIANCE SWITCHES 
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WIRING DEVICE DIVISION Ew 
THE ARROW-HART 4 HEGEMAN ELECTRIC CoO 


103 HAWTHORN STREET, HARTFORD 6, CONN. 


Please send my copy of “New Quiette Switches” folder (Form WD-$T.75) 
NAME 
POSITION 
COMPANY 
CO. ADORESS 
city ZONE STATE 


bo Q-1 Type C 
1891 Type LIFETIME uiette SWITCH 
junior \ _Juiette s - 
' 
ORE 
4 
st 


ARC CONTROL SECTION 


EXCLUSIVE VACU-BREAK PRINCIPLE PREVENTS EXCESSIVE ARCING, whic tdinary switche suses bur 
ros acts. Also ntocts e sed within th 


jeterioratior 
ce > > 


BULLDOG VACU-BREAK 
SAFETY SWITCHES ARE 


LONGER SWITCH LIFE! SAFER, MORE EFFICIENT OPERATION! 


NOT alike 
Satety 


sale 


untenance P re n callbacks are eliminated—you sell 
fet and 


And this means satisfied 
customers more f 


Recommend and sell the best 


ivailable BullDog Vacu ches. Check your Bud- 


Dog field engineer. Or write ullDog ectric Products Company, 
Detroit 32. Michigan 


BULLDOG 


ELECTRIC PRODUCTS COMPANY 
A Division of I-T-E Circuit Breaker Compeny 


vrforming, safest switches 


Export Division: 13 East 40th Street, New York 16, New 
York. In Canada: BullDog Electric Products Company 
(Caneda), itd., 80 Cleyson Road, Toronto 15, Ontario 
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BUY PITTSBURGH STANDARD—THE ONLY 
HOT-DIP CONDUIT WITH GALVANIZED THREADS 


There’s little point to paying for the “privilege” of chasing 


threads when you can get rust-free threads on hot-dip galvanized ITTSBURGH 


conduit from Pittsburgh Standard ar no extra cost. Only because 


we have opened the world’s most modern conduit mill at Morris- TANDARD 


ville, Pennsylvania can we give you this new “standard of the 


trade” in production quantities and we are the only manu- CONDUIT co. 


facturer who can. Call your nearest Pittsburgh Standard whole- 
saler today, or write us for his address Pittsburgh Standard 4 _ 
Conduit Co., 61 Bridge St., Pittsburgh 23, Pa me 
JOY 
PLANTS AT MORRISVILLE & ETNA, PA. 
ELECTRICAL METALLIC TUBING ELBOWS + COUPLINGS «+ FITTINGS z= 


RIGID STEEL CONDUIT 
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JIM GOODWIN Says... 
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I like Blackburn's packaging... 
It's e 


Mr. James W. Goodwin, 
Exec. Vice-President, 
Brown-Roberts Electric 
Company, Alexon- 
dria and Loke Charies, 
Lovisiono 


35 Madison St. - St. Lovis 6, Mo. - Phone MAin 11-2821 
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and for the same reason: It $ 


All rubber floor coverings have to be vulcanized in a 
metal mold—mold-cured. It’s the only way they can 
survive the punishment handed out by the hundreds of 
ton-miles of grueling wheel and foot traffic that is daily 
routine for most industrial installations. The toughness 
and resilience that only mold-curing can guarantee 

are the secret of rubber floors that wear on, not out. 


Long-lived Hazacord cables have to be mold-cured, too; 
and they are. Bending, twisting, flexing, scraping, 
dependable portable cable service demands the toughness 
and durability that mold-cured Hazacord guarantees. 
Even, thorough vulcanization in a metal mold yields a 
compact cable assembly that is strong yet flexible, tough 
yet workable. And the Hazaprene ZBF sheath is 
permanently effective protection against flames, 

acids, alkalies, oils and moisture. 


For any portable installation up to 15,000 volts, 
there is a mold-cured Hazacord construction that will 
save you money and trouble. Ask your jobber or 
your nearest Hazard representative or write for 
Bulletin H-451, Hazard Insulated Wire Works, 
Division of The Okonite Company, Passaic, N. J. 
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WHAT'S NEW IN MOTOR CONTROL? 
Now Cutler-Hammer * * * Motor Control 


in NEMA Size 2 for motors up to 25 HP” 


It is here... Cutler-Hammer Motor 
Control for your larger motors, NEMA Size 

Starters with the famous three stars on the 
Cutler-Hammer nameplate. The three stars 
that stand for three entirely new standards in 
motor control performance and value. Star #1 
Installs easier. So much easier that installation 
savings often exceed the cost of the control 
Star #2: Works better. So much better that 
this control often pays for itself many times 
over in just the production interruptions it 
avoids. Star }: Lasts longer. So much longer 
that this control never needs maintenance care 
or expense in 90% of its uses. If you are one of 
the many users ho have proved 
welcome 


these ire 
facts, not mere claims, you will the 
news that your larger motors can now have 
this same control. Order Bulletin 9586, Size 2 
today from your nearby Cutler-Hammer Au 
thorized Distributor. He is stocked and ready 
to serve you. CUTLER-HAMMER, In 


installs easier : St. Paul Ave., Milwaukee 1, Wisconsin 


works better 


lasts longer 


3-D Unit Panel Full Three-Phase Adjustable Superlife 
Accessibility Construction Protection Sensing Coils Vertical Contacts 


Removing the wrap-arc The entire storter mech 4 y 
cover bores the entire starter cont ved from it widhe 4 wa 
for three-directiono! occ ys three mit een 


t etored 


complete nothing 
negiected 


For Control Panel Designers 


New Control New Control New SD & HD 
Components Relays Pushbuttons 


A ports the new ‘ 
te Storters in NEMA 


2 Sites ore 
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eliminate switch failures 
THE SWITCH THAT'S always 


Pampered in production to withstand abuse in use, the 
Levolier® $41 switch retains its positive action even 
after hundreds of thousands of pulls. It is uncondi- 
tionally guaranteed against failure in lighting circuits. 
Its one-piece molded phenolic case insures better insu- 
lation, makes wiring easier. Removal of the 
mounting nuts lets the mechanism slip out, 
exposing terminals. A 6 amp “T” 125 volt 
switch, it is only ¥%” x 14%” x 14%”. Ideal 
for individual control of lighting fixtures. 


YOU CAN DEPEND ON 


QUALITY 


"Industrial LAMPHOLDERS with 


Zevote, No. 11 switches 


A single pole, single circuit switch, the Levolier® No. 
71 model is the thinnest 6 amp “T” 125 volt switch on 
the market today. Only 15/32” thick, it insures quick- 
er and easier installation because of the 6” wire leads 
that are permanently fastened to the terminals by pres- 
sure connections. Standard finishes: brass, dark bronze 
and burnished nickel, with brown molded phenolic 
case. The No. 71, like all Levolier switches, is Under- 


writers’ approved. 


Available through leading Electrical Wholesalers 


For complete information on products of the McGill 
Electrical Division, write today for Catalog No. 49-A. 


McGILL MANUFACTURING COMPANY, INC. 


250 N. Campbell St., 


Valparaiso, Indiana 
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Model 41 

_ Whether you prefer uniy lever new ae 
i _ that has a. proven record of long service in strenuous — 

use. Levolier switch mechanisms are built 
_ holders im a variety of single or two circuit 

Specify . For FASTER 
“for EASIER WIRING & specif 
Dependability in Toggle Switches 
Leven Switch is “T” rated for 
amps 125 volts and especially dep 
6” wire leads with choice of colored levers for 
_ easy identification of circuits. Available also in three 
‘ 
ve 


you get SPEED 
and ECONOMY 
INSTALLATION with... 


THREE TOR 
VARNISHED CAMBRIC INSULATED 


INTERLOCKED ARMOR POWER CABLE 


Crescent Interlocked Armor Cable provides a flexible metal-enclosed 
method of wiring for power. Speed and economy of installation are the 
principal advantages of these cables since they can be placed on easily 
hung racks or attached to building surfaces. This eliminates the fitting 
of raceways and cable pulling. On secondary circuits much time required 
in bending and threading conduit can be eliminated. Maximum current 
carrying Capacity is secured by the use of the Varnished Cambric 
insulation. 
Crescent Interlocked Armor Cable with Varnished Cambric insulation 
can be supplied in sizes up to and including 500,000 CM 4 conductors , 
in voltages up to 5000, and to 750,000 CM 3 conductors in 600 volt F . 
cables. This type of cable can be supplied with Type RH-RW conductors Ee 
for 600 volt use. ee 
It is also furnished with thermoplastic Impervious Jacket between the For Further Information 
insulated conductors and armor for use in wet or outdoor locations. Write for Bulletin No. 854 


CRESCEN 
WIRE & CABLE 


CRESCENT INSULATED WIRE & CABLE CO. 
_ TRENTON, NEW JERSEY 
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Improve Light Qutput...Reduce Maintenance 


@® Unretouched photograph shows results of 
unbiased comparative test. The ABOLITE 
SLOTTED-NECK, ALL-WHITE reflector had 
practically no dust deposit and showed almost 
no reduction in lighting efficiency. In the 
ABOLITE unit, lamp heat causes automatic air cir- 
culation through ventilator slots which prevents 
dust and dirt from accumulating on reflector 
surface. This results in longer lamp life, greater 
illumination over a longer period of time, and 


reduced maintenance costs. 


® Tests show that 
ABo.ite ALL- WHITE, 
SLOTTED-NECK reflec- 
tors keep a 1000 watt 
lamp 40° F. cooler, and 
give 7% more up-light in 
line with modern lighting 
standards. This results in 
longer lamp life and bet- 
ter light. ABoLITE ALL- 
WHITE reflectors are fin- 
ished on the outside and 
inside with the whitest 
titanium white porcelain 
enamel ever developed. 
After 12 weeks of con- 
tinuous use, Comparative 
tests proved that 
ABoLite ALL- WHITE, 
SLOTTED-NECK reflec- 
tors gave 98° of their 
original high illumina- 
tion. This was 36% great- 
er than a comparable por- 
celain reflector without 
slotted neck construction. 


ABoLiTteE ALL- WHITE, 
SLOTTED-NECK reflec- 
tors give a modern, effi- 
cient appearance, and at 
the same time result in 
highest illumination at 
the lowest total cost. 


At No Exita Cost All Reflectors Pictured are Available with the 
Original ABouite Features of Slotted-Neck De- 
sign and Whiter-Than-White Porcelain Enamel 
Finish Inside and Out. 


mute JONES METAL PRODUCTS co. 


WEST LAFAYETTE, OHIO 
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other 
Type switch 


offers so much value 
for the money! 


MURRAY) SWITCH | SWITCH | SWITCH | SWITCH } SWITCH | SWITCH | SWITCH 


| 


YES YES 


— 


ai oO oe NO NO Yes YES NO NO ves why more and more whole 
fast 


YES NO NO NO YES NO NO NO ell 

= Kt iper r packaging design 

| Positive-visible contact YES NO ves NO ves ves ves 


pr table stock and 
Non-tracking porcelain base YES YES NO YES ves NO YES Yes Murray. Big. black and orange 

labels help 
rders 


NO 


NO NO 


omplete informat 


Mail this coupon today for complete information on Murray Type “G” Safety Switches 


Murray Manufacturing Corporation, Dept. 
1250 Atlantic Avenve, Bkiyn. 16, N.Y 


“Quality doesn’t cost 
... it pays!” 


Please send me complete information on Murray Type 
G” Sofety Switches 


Sofety Switches * Service Entrance 
Fuse Panels * Meter Mountings * Load Centers 
Magnetic- Hydraulic Circuit Breakers 


CANADA, MURRAY ELEC. MFG. CORP. (Coneda) LTD. TORONTO, OWTARIO 
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LUBRICATED HOT LINE CLAMPS 


Show utilities how Weaver Clamps eliminate loose con- 
nections. Youll make sales! Here's the story in brief: 


Apply up to 400 
inch pounds tightening torque without distortion! 


High tension spring maintains 
constant pressure between clamp and line... under all 
conditions ! 


Easily removed —bolt cased in lubricant. Well balanced. 
For aluminum, copper or any combination. Two sizes 
cover all requirements. 


-..8ell Weaver Lubricated Hot Line Clamps. 


Samples are available for demonstration. No charge. 
Write today and specify exact items desired. 

WEAVER OFFERS 8 ADDITIONAL TYPES OF 

HOT LINE CLAMPS... write for catalog. 


2110 HOWARD STREET LUIS. 6, MMOD. 


CEntral 1-0881 
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he needs it right away! A job is waiting 


for it... He will probably take any make 


of time switch you have in stock. BUT... 


you can do yourself and him a BIG 


favor if you... 


/ it will do his job better. He can choose 


the low-priced Type B, single-pole, single- 
throw in NEMA Standard 30 amp rating 


.or a Sangamo Heavy Duty Switch— 


available in models for almost any con- 


ceivable application. 


you two ways! 


YOU MAKE MORE MONEY a YOU WIN SATISFIED CUSTS 


You make a bigger margin of 
profit when you sell Sangamo 
Time Switches than you do on 
other makes of time switches. And 
they're easy to sell... the indus- 
try's biggest advertising program 
has given them a ready customer 
acceptonce. 


}] Satisfied customers are the back- 

Dy) bone of any successful business 
XK) When you sell a Sangamo Time 
} Switch, chances cre the customer 


won't be back with a complaint 
because Sangamo Time Switches 
ore rugged ...they stand rough 
handling. Put ‘em in and forget 
‘em—thot's what most Sangamo 
users do. 


SPRINGFIELD, 
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CiRCUIT CONTROLS 


Are Second To None Foi: 


New Construction 
Plant Maintenance 
Machinery Wiring 


Design and Workmanship 


is second to none in Pylet cast 


metal 


non-hazardous locations. 
Taper threaded hubs tapped 

ht and true assure tight 

ints and perfect alignment of 


Openings. 


traig 

nduit and c 

Cadmium plating of high 
lustre and thickness provides 
attractive appearance as well as 
inexcelled protection against 
corrosion. 

A complete line including 

‘uit control Pylets, plugs and 

receptacles in all sizes and 
ratings, industrial lighting 


fixtures and floodlights. 


Specify Pylets for superior 
performance and long range 


economy. 


Literature furnished on request 


Sold Nationall 


PLUGS AND RECEPTACLES 


— 


tho 


ONAL 


1382 WN. Kostner Avenue, Chicago 51, Hlinors 


LIGHTING FIXTURES + FLOODLIGHTS 
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to you that a job 


with ACCURATE TAPE will last through & 


the toughest conditions. 


Internationol Testing Laboratories Inc. ho 


thoroughly tested ACCURATE TAPES fo, 

trength, proper adhesion and he re 

The report con make profitable reading for ’ - 

you . end the spon today, no of \ 
tion of course “ ACCURATE TAPE was subjected to the temperature ex 


} themes of 212° F and —50° F for a period of 24 hours 
» } hen the tape was tested at room tempereture it per 
perfectly 


eee 


ACCURATE MFG. CO 


= a Oy 51 Hepworth Place, Garfield, New Jersey 
é 

a Ao Please send me, without obligation, the report made 
by International Testing Laboratories 

— 

= 

FRIC TA 
o 
7 RUBBER TAPE 


PLASTIC TAPE 
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CATALOG HELPS CUT 


Today’s standard reference for electrical wires and cables... 


puts complete technical and ordering information 


at your fingertips 


ROTELING'S SONS CORPORATION, TRENTON 2, J 
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ROEBLING'S Electrical Catalog has been specially designed with one 
idea in mind...to help you choose and order wires and cables with 


greater speed and accuracy, and at less cost, than ever before 


pret ane \ fe As the first step in this direction, each of the eight separate 


oF sort OF 
sections of the catalog is tabbed for instant availability 
ce | : Directly following each tab is a table of contents that steers 
you straight to all essential technical and ordering information 
for the particular classification. Under “Power and Control 
Cables.” for instance, the table of contents gives you 36 dis 
tinct references grouped under the main headings of Con- 
ductors, Insulations, Cable Sheaths and Outer Coverings 
Shielding, Product Data, and General Data 

Roebling’s Electrical Wire and Cable Catalog 
today’s most convenient guide for selection and order- 
ing...is just one example of a complete distributor 
policy formulated to ease distributors’ problems 
and make relations with Roebling outstanding)y 


profitable 


We should be glad to receive your inquiry 
about the possibility of Roebling representation in your 
territory. Write John A, Roebling’s Sons Corporation, Trenton 2, N. J. 
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NEWS FOR THE INDUSTRY 


More Wage increases Ahead 


The coming summer months seem to promise wage increases 


coupled with higher prices for industrial products. No in- 


flation surge in economy as a whole. 


Ni YORK N y It the eariy in 
dications are even half correct, the 


size of wage increases to be granted 


in the next tew months ts such as to 
put strong upward pressure on indus 
trial 


Costs and price 

This new cost push will be added 
tO a situation in which booming de 
mand is already 
pull 


The economy as 


exerting an upward 


1 whole is not in 


for another surge of inflation. Farm 


prices are still weak, so it is possible 


that the overall price averages—both 
the Bureau of I ibor Statistics whole 
the cost-of-living index 


will Continue to exhibit a precarious 


stability that depends on offsetting 
pri ( movements maustrial u} and 
farm prices down). But in the indus 
rial section the trend is clearly up 
This section includes prices of mat 
rial equipment, manufacturing 
lie 


AW 


nomics reports 


e Price Movements— 
Hill Department of Ec 
hat diverse price movements have r¢ 
sulred in overall price stability for the 
wo ycars The consumer ind 
indexes are now less 


than one-half of one per cent higher 


} 


struction costs have been rising stead 


ly. These trends have been offset by 
the substantial declines in farm and 


food prices and a smaller decline in 


the prices of textiles and apparel 


e Cost Push—The immediate pres 
sure tor higher prices comes from 
wage demands. After two years, with 

cents 


increases generally running five 
per hour or slightly more, a round of 
ibout twice that size is in prospect this 
summer for industries such as steel 
ind autos. The average for all busi 
ness may work out to only half as 
much as for the leaders. But even this 
is more than the normal increase in 
productivity would permit industry to 
absorb 


The 


per for all 


normal 


perhaps five per cent for the more ef 


ficient companies. Fifteen cents an 


hour would be an eight per cent pay 
boost. So even half that means a cost 
increase for most firms 

e The 


of price 


Consumer—The probability 


increases is much less clear 


in industries that sell directly to the 


consumer! such as autom« biles elec- 


tric appliances, textiles. In these indus- 


tries the recent rate of sales has been 


unusually high, and there is large ca- 


pacity available. These are the indus- 


ries for which price reductions may 


be necessary tO maintain a high rate 


of operations later this year 


It is possible, that for autos and 


ippliances, the reductions will take the 
form of lower 


special discounts 


charges tor extra features and the 
usual squeeze on the profit margin of 
the retail dealer, according to the Mc 


Graw-Hill Department of Economics 


Factory list prices, which are based 
on costs, may actually be raised a bit 


increases are granted 


] 
i 


f large wage 


For some industria items, Cé mpetinion 


may result in stable or lower prices 


temporarily. But the pressure of high 


er costs will still be 
e Unusual 
bility of the past ¢t 
suited from 
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-Hew clip-en honger 
end lighter weight 
buswey mean fess in- 
stollation time. Feeder 
system offen costs jess 
then coadyit end wire, 
yet is 100% revenbie. 


ECONOMY 


FLEXIBILITY 


connecter 
eliminates ali special 
fittings so thet mini- 
mum aumber of ¢com- 
ponents meet off job 
requirements. Plug-in 
and feeder systems 


UNI-BUS 


BUSWAY 


a’ 


SAFETY 


Interliecked sataty 
slide ever pleg outlet 
cannot be epened vn- 
covered by plug, 
interlocked cover ond 
visible contacts bn plug 
ore positive astsurence 
of safety. 


: 
. 
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/ through your supply house 


BULK SUPPLIES... FAST! risk waiting at the 


site for supplies. Work through an authorized General Cable 
distributor... his substantial stocks of ROMEX building 
wire are backed by bulk supplies—in a wide selection 

of sizes—at a nearby General Cable distribution center. 


The General Cable Distribution Network—largest in 
the industry by far—is there to help your General Cable 
supplier give you fast, convenient delivery. 


This fast service plus consistent high uniform quality 
makes it pay you to always specify “General Cable” for all your 
electrical wire and cable needs. 


GENERAL CABLE 


CORPORATION 


NOW...DISTRIBUTION 
FACILITIES 
COAST-TO-COAST. 
FASTEST SERVICE 
IN THE INDUSTRY. 


Spokane Code Amended; 
To Affect Business 


SPOKANE, WASH.—The City of 
Spokane’s electric code was recently 
amended to require 200 ampere me- 
ter socket and one and one-half mini- 
mum, or larger, rigid conduit to ac- 
commodate service entrance wires. The 
action, it is claimed, will aid greatly 
in overcoming the city’s inadequate 
wiring problem 

It had been known for some time 
that the previous 100 ampere service 
was not adequate to take care of the 
needs of the area. Sales of wire, 
switches, controls and appliances are 
now expected to increase. Distributors 
serving the Spokane area do not know 
how large these sales will be, but as 
one puts it, knowing from the 
past amount of business that has been 
lost, we are sure that a tremendous 
sale of these products will be made in 
this area.” 

The new service requirements are 
also expected to help the sale of elec- 
tric heat, as in the 200 ampere service, 
there will be adequate provision for 
an average five-room house 

In the Spokane area 6,910 kilowatt 
of current is said to be the average 
residential load. (Chattanooga claims 
it leads the nation in home electricity 
usage. According to the Electric League 
of Chattanooga, the average annual 
usage of electricity in the city reached 
9.000 kilowatt hours in March. This 
is claimed to be three times the na- 


tional average 


Hawaiian Distributor 
Hits Back At Pilferage 
HONOLULU, HAW. — Hawaiian 


Electric Supply Co. recently dismissed 
12 employees after an investigation 
into pilferage of merchandise, ranging 
from toasters to refrigerators, from its 
warehouse 

Two persons were charged with 
grand larceny 

Paul H. Anderson, general manager 
of the firm, announced the dismissals 
after an investigation by a private 
detective agency. He reported the rest 
of the company’s 203 employees were 
not involved 

No final estimate has been made of 
the amount of merchandise taken, Mr 
Anderson said 

One of the employees charged with 
larceny is accused of delivering a new 
refrigerator to his own home. The 
other is charged with selling a new 
model range to a private party 


ELECTRICAL WHOLESALING—June, 1955 


de ivery service 

|) 
. 
4, | 


ROMEX —the original non-metallic sheathed stores and shops . for circuits to water 
cable is made only by General Cable. It has heaters and electric ranges for extension 
won nationwide preference for its outstanding circuits to outlets 
service record ... established an enviable ROMEX UF. 


an ideal underground feeder 
on-the-job safety record 


cable to barns, rural buildings and in other 


‘or > > ons ] le 
ROME is ideal for both original and re-wiring corrosive or wet locations available with 2 


jobs for all home circuits beyond the service 
equipment. Delivered to you in a unique crush 
resistant carton that automatically pays out There are many imitations but only one real 
wire as you need it, ROMEX is clean to handle, ROMEX so it will pay you to order by 
its silver finish does not flake off on hands or name. It’s the only way you can be sure of 
work area. ROMEX is widely used for small getting the real thing! 


and 3 conductors, flat, solid, and in sizes 14, 
12 and 10 AWG. 


GENERAL CABLE 


CORPORATION 


GENERAL CABLE CORPORATION 
NY 


Exvecutive Offices 420 Lexington Ave New York 


SALES OFFICES 
icago Cincinnati Cle 


rie (Pa.) © Greensboro 


Springfield (1) 
Syracuse Tampa Tul Ww ngton, D. ¢ 


BARE, WEATHERPROOF, INSULATED WIRES ond 
CABLES FOR EVERY ELECTRICAL PURPOSE 
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THE GREATEST NAME IW ELECTRICAL WIRE AND CABLE 
f 
a A 
SS 
NOM-METALIC coi 
: 
4 
x 

¢ WIRE Kansas City « (Neb) Angeles © Memphis 
Milwaukee Minnea © New Haven « Newar 
Up ND CABLE New Y ork Phila © Pittsburch © Port 
< Rich . N.Y) 


CLECT RUN 
BEMDE 


be 


E 


_,ELECTRUNIT 


for yourself how these sales aids 


Republic “Inch-Marked” E. M.T. Exclusives 


“INCH-MARKING” .. . an exclusive sales 
feature that teams up with the ELECTRU- 
NITE Bender for easier fabrication and in 
stallation. In sizes ‘A 1" and 


"GUIDE-LINE” . newest exclusive soles 

feature for easier bending alignment and 

better visibility. Eliminotes “wows.” On 
d 14" 

sizes ‘2 4 an a”. 


INSIDE KNURLING .. . another ELECTRU- 
NITE exclusive. By actual tests makes 
wire-pulling easier. In sizes 2", %" and I’. 


ACCEPTANCE . first in preference by 
brand nome in unbiased surveys ... an 
ELECTRUNITE feoture. 


can help you sell 


@ Order a supply of ad reprints—Sweet's Catalog reprints— 
stuffers—folders. Mail them to your prospects and let them go 
to work for you. You'll find this an easy way to make new cus- 
tomers—and keep the old ones sold on Republic ELECTRUNITE, 
the “Inch-Marked” E. M.T. 

A steady, hard-hitting campaign is important, too, Consist- 
ent impressions plus a good product story are sure to soften 
your prospect—help pave the way for your salesmen’s calls. 

And you can count on Republic to provide the sales promo- 
tion material to do the job. It will carry your imprint on it—and 
tell users why they'll be ahead if they ask you for “Inch- 
Marked” E. M.T. 

Take advantage of this offer to help you get more drive in 
55. Write for this literature today. Your salesmen will appre- 
ciate the help. And you'll enjoy the sales increase. 


REPUBLIC STEEL 


of Stbols avd, Stool 
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MEW 


This revolutionary Trade-Wind Axial Flow Vent 
out in front with its striking new bright metal grille 
rade-Wind Model / 


in the most econ 


At the extra low price of $20.28 list, the 7 
Le Lirche ler wet 
makes kitchen ventilation a must even 
designed house. Can be installed in either wall or ceiling —and 1 


no elbow for vertical discharge 


Packed with Features 


Delivers a full 300 CFM with unusually hig 


rt 


resistance. Whisper-quiet pert 
And now the new high style grille w! 


installation 


WRITE FOR COMPLETE INFORMATION 


Trae ind S Sue. 1755 Paramount Bivd., Dept. EW, Rivera, Calif 
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G.E.'s 7 quality extras at no extra cost: 


Straight-in wiring for quick connections 


lide-out interiors— plenty of working room 


‘entry of knockouts, properly located, 
isily removed 
ilver-plated copper current carrying 


parts for cool operation 


Snap-action fuse puller prevents partial contact 


ow, shallow box construction simplihes 


mstallations 


Bonderite® hnish to resist corrosion 100 amp series fu 
range and 
*Parker Rust Proof Company 


wiring —gr 
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ae (7 puller combination, with 60 amy 
} neh mille 1? r 14 ol 
br se illers; 12 iu 
talog Number 217-16. Snap 
vent part mtact. Quick, straight- 
ps like a bear trap 


G.E.’s new fuse puller line features 
slide-out interiors, straight-in wiring and 
five other quality extras at no extra cost 


Seven basic fuse puller devices designed to simplify your job from start to finish 


Here are new G.E. fuse pullers—built with or sernes wiring and sealable pullers for inde- 


G.E.’s 7 quality extras for easier installations pendently metered equipment. UL listed. Sur- 


and better workmanship. Designsinclude parallel face or flush mounted designs 


Check this list, tear out the ad, and see your G.E. Trumbull distributor: 


60 amp series main fuse puller only; up to 8 plug fuse branches. 


60 amp series main and range fuse pullers (60 amp each); up to 8 plug fuse branches. 


r— 60 amp series main and range fuse pullers (60 amp each); one 30 amp independent sealable fuse 
— puller; up to 8 plug fuse branches. 


- 100 amp series main fuse puller, 60 amp range fuse puller and extra 30 amp fuse puller; 12 or 16 
plug fuse brenches. 


“y ~~) +100 emp persailel main ond range fuse pullers (60 amp each); up to 8 plug fuse branches. 


i f 100 amp paralie! main and range fuse pullers (60 amp each) and one 30 amp independent 
Ee sealable fuse puller; up to 8 plug fuse branches. 


rene ——— 5 100 amp peraliie! main and ronge fuse pullers (60 amp each), one extra 30 amp fuse puller and 
4 one 30 omp independent sealable fuse puller; up to 8 plug fuse branches. 


&) amp series or 100 amp parallel fuse puller com- 100 amp parallel fuse puller combination, with 60 amp 

binations, with 60 amp main and range pullers and ¥) main and range pullers; wired-in bras puller and & 
amp independent sealable puller, Catalog Number independent sealable puller are 30 amps each, Catalog Mi 
PC 2214-8 or TC 2219-8. Exclusive slide-out interior Number TC 22119-8. Narrow, shallow box simplihes ie 
gives plenty of working roon requires no screws net 


GENERAL ELECTRIC 
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In Atlanta -- Youngstown Buckeye Conduit 
installed in Georgia State Office Buildings 


WHY 
YOUNGSTOWN BUCKEYE 
CONDUIT IS BETTER 


Youngstown is the one 
manufacturer who makes 
rigid steel conduit from 
ore to finished product. 
This enables Youngs- 
town to control the com- 
plete manufacturing pro- 
cess—your insurance 
that each length of 
“Buckeye” is made of 
top-grade steel. 


Mechanical Contractors & Engineers, Inc., Electrical Contractor 
Electrical Wholesalers, Inc., Electrical Distributors 


@Planned and built for years to come, 

Q j these modern Georgia State Office Build- 
‘\ / / ings have wiring protected by Youngstown 
On aA Buckeye rigid steel conduit. It was only 


natural that Buckeye was specified. Made 
of top-grade steel, Buckeye dependably 
guards any electrical system against such 
damaging elements as water, moisture, 

Its durability makes 


vapor, dust ar d dirt ; 
CONDUIT Buckeye rigid steel conduit ideal for wir- 


ing systems that must be permanently safe. 


THE YOUNGSTOWN ‘SHEET AND TUBE COMPANY 


General Offices: Youngstown, Ohio - District Sales Offices in Principal Cities — 
- 8 PLATES - STANDARD PIPE - LINE PIPE - NERY SUBULAR Goons conpurT | 
EMT - ANICAL TUBING - COLD FINISHED BARS - a 
HOT ROLLED RODS - COKE TIN PLATE ELECTROLYTIC - TRACK SPIKES 
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Amprobe world’s 
largest-selling 
snap-around 


volt-ammeter 


AMPROBE 

JUNIOR 
Ohne | mw-cost 
tester me 


both volt 


at d 


sold only 


through 


wholesalers 


AMPROBE 

"300" 
The ideal 
all-around 


multi-rat 


there is an Amprobe 


AMPROBE 
For 
extra-heavy 


lo id 


model for every job, 


Amprobe 


every budget 


PYRAMID INSTRUMENT CORP., Lynbrook, New York 
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NE SPECIAL CABLES WILL MEET YOUR REQUIREMENTS FOR POWER, CONTROL AND ELECTRICAL EQUIPMENT 


This and other NE ads 
help create demand 
among your customers 
for National Ele 


ctric 
Products. 


NEPCO-LOK’ interlocked armor cable 


National Electric Nepco-Lok, Interlocked Armored 
Power Cable, can provide you with the answer to low- 
cost, heavy-duty industrial wiring 

The outstanding flexibility of Nepco-Lok cuts installa- 
tion costs because it’s speedily installed around corners 
or projections indoors or out. In addition it ts often 
possible to economically relocate Nepco-Lok to meet 
the power needs of expanding production facilities and 
thereby reduce the cost of future plant modernization. 

Nepco-Lok is available in 600 volt and 5,000 volt 
constructions with three and four conductor assemblies 
and also in multi-conductor control cables. National 
Electric Nepco-Lok offers industrial heavy-duty ca- 
pacity at low cost plus the added insurance against 
production stoppage offered by a system of individually 
protected cables 


Whether you're working on the modernization of old 
facilities or new plant construction, you'll find it profit- 
able to get the details on National Electric Nepco-Lok 
Interlocked Armored Cable 

Call your National Electric representative or write 


National Electric Products Corporation, 2 Gateway 
Center, Pittsburgh 22, Pa. 


ow National Electric Products 


PITTSBURGH, PA. 
3 Plants * 10 Warehouses * 36 Soles Offices 
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See your 
Stonco Distributor 


Cluster Lighting 


a complete line 


Super Spots 


a complete line 


Design that leads the industry 
Plus sound engineering... 


As demonstrated by Stonco’s new Bell Holder the unit that 


literally “air conditions” the lamp to burn cooler and last longer 
Advanced shield design offers full protection, eliminates back 
lighting and affords extra-grip space for quick, easy relamping. 


These and other features, such as built-in aiming quadrant, adjust 


able arm-positioning locks and high-temperature “Cushion Seal”’ 
protection are only a few reasons why the industry depends on = 
Stonco for better design, backed by “know how” and sound 

Vaportight 


engineering. Write for literature on company letterhead. 
...a complete line 


Se Mb Pius — a full line of 
4 a island lights, yard lights 
and other floodlighting fit- 
tings and fixtures. 


STONCO ELECTRIC PRODUCTS COMPANY, KENILWORTH, NEW JERSEY 
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Warranty 


on every VICTOR 
VENTILATOR ano FAN 


CF 


helps you sell, 
~~ your profits 


and 10” 
wall models 

im White or 
Chrome Grilles 


8” and 10” 
combination 
wall and 
ceiling models 


White or 
Chrome Grilles 


8” and 10” 
automatic 


wall models 
White or 
Chrome Grilles 


(wall switch operated 
New “snap-in” assembly of propeller 


and motor—fast and easy to 
install 

One-piece grille 

5 Year Guarantee on all motors 


@ Smart Styling 


rans 


10”, 12” 16” 
blade sizes, 


+ with or without 
© ovtomatic 
shutters 


VICTOR VENTILATOR DIVISION 


The Philip Corey Mfg.. Company 


320 $. Wayne Ave. Lockland, Cincinnati 15, Ohic 


(Ga 


N 


LY 


“When | referred to a ‘stock turnover’ you thought what?”’ 


OVER 600 GUESTS attended the f 
Fluorescent Supply Co. house on the or 
dealers and manutacturers, saw the 
including special showroom 

fixtures. For the tory 


see the july ELECT RICAL WHOLESALING 
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al opening of the new ‘‘split-level ; 
Victor representative t tskirts of Harrisburg, Pa. Contractor 
ip-t teature the house 
ystom-rnade displays and plu 4 


CONTRACTORS NOW USING 
MORE LARGE-RADIUS ELBOWS 


Wholesalers Everywhere Increase Profit 
By Selling These Special-Radius Elbows 


Since engineers have determined that the use of special larger-radius 


elbows cuts construction costs, contractors are using mor ind more of 


them. This increased use of large-radius elbows has been noticed recently 


in every part of the country. Al 


though they have been available for 


several years, sales have increased 


rapidly during the last few months 


Actual 


tially reduce 1 because the larger 


radius eases the work of fishing 


cable through elbows. This saving 


in labor is considerab!] 


The difference between standard-radius 


Wide-awake wholesalers have 


been quick to recognize this trend 


and special large-radius elbows is clearly 


shown here. Both elbows are the same 


pipe size 


It means an increase in dollar vol 


ume of sales and profits from the 


ling projects 


SIZES OF SPECIAL “aad CONDUIT of COLUMBUS now 


irge-rad shown in the 
t+] 
90 ELBOW 4 chart at the left Take advantage 
—y + — on costs id availabilities now 
in inches 12 15 * 


OFFSET 


STRAIGHT 
END 


LENGTH 
UNBENT 3°0 36 40 411 59 66 76 84 


V9 


9 


+ 


PIPE SIZES 1°-2'2" | 1°-3'2" 1°-4 1-5 | 1-6" | | WRITE FOR 
AVAILABLE — incl. | incl. | imel. | incl. incl. incl. incl incl, COMPLETE INFORMATION 


Sold Only Through 
Recognized Wholesalers 


CONDUIT PIPE PRODUCTS CO., , OHIO 


PIPE COUPLINGS PIPE NIPPLES ELBOWS, RIGID & E.M.T. 
RUNNING THREAD ° GOOSENECKS ° WALL PLATES 
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You Can Make A 
Good Wiring Job 


UNIVERSAL 
PORCELAIN 
INSULATORS 


Your wiring installations will be right 
from start to finish when you use 
UNIVERSAL porcelain insulators! They 
hove uniform body density, high dielec- 
tric and physical strength, resistance to 
temperature extremes, moisture, fumes, 
smoke and most acids...your positive 
assurance of long, trouble-free service. 


1549 EAST FIRST ST. 
‘SANDUSKY, OHIO_ 


Anniversaries Review 
(Continued from page 58) 


the present title of Hibbard, Spencer, 
Bartlett & Co. emerged 

After moving to a building at the 
State Street Bridge, the company was 
forced to evacuate in 1925 when rhe 
property was condemned for the 
Wacker improvement. The 


move to another location was made 


Drive 


in one week-end. In 1943, the Army 
Air Force took over the 14-story com 
pany distributing plant at 211 East 
North Water St. and shortly after it 
was returned, plans were begun for con- 
struction of a warehouse at 2201 West 
Howard St., Evanston 

Since 1949, the company has oc- 
cupied its new 18-acre plant which 
is recognized as one of the most 
modern warehouses in the world 
During the past year, control of two 
other wholesale firms—Auburn Hard 
ware Co 


of Auburn, Ind., and Brown 


Camp Hardware Co. of Des Moines, 
lowa—has been acquired 


In an effort to assist hardware 


lealers who are facing competitive 
elements, a plan was put into effect 
years ago by Hibbard, 


Bartlett & Co. in which a 
franchised chain of True 


about two 
Spencer 
voluntary 
Value hardware stores was organized 
In a chain, the stores are independ- 
ently owned but work closely with an 
affliated wholesaler in planning mer- 
chandise inventories and layouts and 
special sales promotions 

Officers of Hibbard, Spencer, Bart- 
lett & Co. are: O. W. Ahl, president 
and treasurer, George F. Mclntyre, 
vice president and general sales man- 
A. Hampton and E. S. Kan- 


towicz, vice presidents and W. | 


ager; 


Drechsler, secretary and credit man- 
ager 


... originally general merchandising 


Danser Hardware & 
Supply Co. 

Weston, W. Va. 
Established 1905 


FOUNDED 50 years ago at Weston, 
W. Va., the business of the Danser 
Hardware & Supply Co. originally was 
general merchandising. After its found- 
ing by Charles H Danser, Jackson 
Arnold, Thomas A. Whelan and Wil- 
liam C. Danser, the firm gradually de 
veloped into a wholesaling establish 


ment, handling such lines as general 
plumbing, 
heating, mill, mine, oil, gas and auto- 


hardware and_ electrical, 
motive supplies 

In 1934, a branch office was opened 
at Clarksburg, W. Va., where six saies- 
men are now employed. In addition 
to the six salesmen at the Weston 
office, salesmen cover central West 
Virginia. The president is Mrs. A. R 
Thomas. W. J. Ballard is vice presi- 
dent and general manager, and T. E 
Nutter is treasurer. Secretary is John 
H. Danser 


... serving the lumber industry 


Turner Supply Co. 
Mobile, Ala. 


Established 1905 


THE LUMBER INDUSTRY was 
flourishing in the Mobile, Ala., area in 
1905, the year W. Marshall Turner 
founded the Turner Supply Co. Serv- 
ing this industry 21 years, in which 
the territory developed and became 
more diversified industrially, the firm 
added to its machinery and industrial 
supply lines a complete stock of elec- 
trical equipment and supplies tO Sserv- 


ice electrical contractors as well as 


other types of industry 

Recently, the firm was moved into 
a new building at 250 North Royal 
St., Mobile. The structure has a floor 
space of 74,340 sq. ft. which includes 
a mezzanine deck area for storage of 


electrical items. A loading dock area 


32 sq. ft. is capable of handling 
any type or size vehicle 

Mr. Turner served as president of 
the company until his death in 1929, 
at which time Howard M. Schramm 
became head of the organization, a 
position he still holds. Other officers 
are: H. Leo Ollinger, vice president 
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and treasurer; R. E. Sweigart, vice 
Henry B 
Tonsmeire, vice president and _ sales 


manager, and Charles S. White-Spun- 


president and secretary 


ner, vice president and purchasing 
agent 


. .. teachers in business 


Treadway Electric Co. 
Little Rock, Ark. 


Established 1905 


THE FIRS1 


wholesaling firm in Arkansas evolved 


exclusively electrical 
from a company founded 50 years ago 
at Little Rock combining a retail elec 
trical business with electrical contract- 
ing. Treadway Electric Co. was started 
in a 450-sq.ft. store by two engineer 
ing professors, William A. and Theo 
C. Treadway, and their father, Leo 
The initial capital of the three was 
$450 

Today, operating out of 50,000 sq 
ft. of floor space, company salesmen 
cover most of Arkansas. In 1921, the 
firm issued its first net price catalog 
which was recently enlarged to 128 
pages. Present officers are: Theo. ¢ 


Treadway, Sr., president; T. C. Tread 


way, Jr., vice president, and William 
A. Treadway, Jr 


urer 


secretary and trcas 


+. @ steady growth 


McGill Mfg. Co., Inc. 
Valparaiso, Ind. 
Established 1905 


SOON after the McGill Mtg Co In 
was founded at Valparaiso, Ind., by 
James H. McGill in 190 a wire 


lamp guard series and 


wrtable lamp 
guard were developed by the organi 
zation. Thirteen years later, a lever 
operated switch mechanism was in 
troduced which was developed into a 
line now widely used in industrial and 
commercial canopy lighting 

After 20 years of steady growth in 
the electrical manufacturing field, the 
company established its bearing divi 
sion. These products are sold through 
bearing distributors throughout the 
country and by district sales engineers 
Electric al 


livision products are sold through 


who are located regionally 


1,600 authorized electrical wholesalers 


ind through company salesmen oper 
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No. 5273-L 
Heavy-duty 
Composition Adapter 


Specification Grade 
Convenience Outlet 


Whenever grounding is a “must,” 
3-wire grounding caps (see right) 
are your invitation to new business. 
As you know, caps of this kind 


with U-shaped grounding blede No. 5264 


ore required by N.E.C. and UL Armored 
on many types of portable electrical 


equipment rated 125 volts or less 


Point is this: Some of your in 
dustrial customers ore going to 
be surprised when they receive 
portable tools and machine tools equipped with 
this new 3-wire cop. It will present o plug-in 
problem .. 
adapters, connectors, etc., to accept the new 
U-shaped grounding biade 


. unless they have the receptacies, 


Don't miss this chance to sell them the 
devices they'll need Hubbell's complete 
grounding line meets every requirement, satis 
fies the top industrial standard for rugged, 


dependable performance. 


Also a complete line of 250-volt rated 
grounding devices. Literature on request 


INVITATION TO- 
NEW BUSINESS 


A COMPLETE LINE OF 3-WIRE 
GROUNDING DEVICES TO MEET 
CODE 


Rugged 3 -Wire Caps 
with U-shaped Blade 


with cord grips 


HEAVY DUTY 


for Grounding 


No. 5266 
Rubber 


No. 5274 


Finger-grip type 


No. 5278 


Motor Plug Base (male) 


No. 5279 


Motor Plug Base (female) 


No. 5252 


Competitive erode 
convenience ovtiet 


for residential 


FACTORY WAREHOUSE LOCATIONS ASSURE NATIONWIDE STOCK AVAILABILITY 


mon Street 103 North Sante Fe Avenue 
les Angeles 13, California 


37 South 
Chicage 7, Iilinols 


542 Netome Street 
Sen Froncisce, California 


11-15 Pork Piece 
New York 7, New Yor’ 


HARVEY HUBBELL, INC. err. BRIDGEPORT, CONN. 


4 
No. 5262 2] >) 
HU 
4 
7 
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YOU’RE 


“Always Safe" 


with 
FARADAY 
PRODUCTS 


For over 75 years, Faraday has 
designed and produced visual and 
audible 
nal sys 
ity Whatever the 
buzzers 


signals ind complete sig 
tems of proven depend ibil- 
signal require- 
chimes or 


ment bells 
annunciators there’s a Faraday 
unit or system that offers a quality 
product with low cost installa 


tion simplified maintenance 


and service for you and your cus 
Increase our profits 


FARADAY, 
now! Write for complete details. 


tomer 
stock ind sell 


Uni-pact Kodaire horns 
ally designed to have a loud, pene- 
trating, non-synchronous trumpet 
tone that is the most powerful of its 
type 


apeci- 


Uni-pact interchangeable 
signals one adapter plate 
fits bells, buzrers, horns and 
for easy change 
maintenance. Safety 
featuring electrically 
adapter plate 


chimes 


o exposed terminais 


SELL WITH CONFIDENCE 


ADRIAN, MICHIGAN 


SPERT! FARADAY OF CANADA LTO. MONTREAL Qvesec 


Jac. 
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ating in direct contact with original 
equipment manufacturers 

Modern buildings house manufac- 
turing and 
acres of land 


office operations on 15 
The electrical division 
has 60,000 sq. ft. of floor space and 
the bearing division has 150,000 sq. ft 
Today, some of the items manufac- 
tured pull sockets, bracket 
sockets, fixture and box 
switches, wire lamp guards, wall guards 
and lamp coloring. The firm employs 
about 500 
have been with the company 40 years 


include 


conduit 


persons. Nine employees 


or more, and 59 have been employed 
25 years or more 
Present officers are: Charles S. Mc- 
Gill, president Robert A. McGill, vice 
president; Robert D. Anderson, execu 
president; William A. Fitz- 
gerald, vice president and treasurer; 
Walter E. Brownell, vice president in 
charge of Keith J 
Brownell, vice president in charge of 
bearing sales; Niels W. Nielsen, vice 
president in charge of electrical divi 


Melvin G 


tive vice 


electrical sales; 


sion manufacturing, and 


Meyers, controller 


...ina two-story building 


National Electric Products 
Corp. 

Pittsburgh, Pa. 

Established 1905 


SELECTING a site along a muddy 
tree-lined Economy, Pa., a 
suburb of Pittsburgh which later as- 
sumed the name of Ambridge, Wil- 
liam C 
under the name, National Metal Mold- 
ing Co. The firm, in which production 


lane in 


Robinson founded a business 


was devoted to rigid conduit and metal 
molding, was housed in a two-story 
brick building where 15 


employed. In 1928, the corporate title 


men were 


of the company was changed to Na- 


tional Electric Products Corp 


Eight years before grounded systems 
were made mandatory by the National 
Electrical Code, metallic raceways, con- 
luits and 


fittings were being manu 


factured by the firm. A method of 


galvanizing rigid steel conduit was be- 
1908, and basic 


gun in is now the 


operation of the organization. In re- 
cent years, the company has placed on 
the market several new and improved 
types of surface raceways, including 
Surfaceduct and Plug-In Strip. Other 
products distributed 


also nationally 


through electrical wholesalers are 
metallic and non-metallic conduit, bus- 
ways, metal molding, underfloor duct 
systems, cable, wire, electrical fittings 
and boxes 


Now 50 


has increased its manufacturing facili- 


years old, the company 
ties 1n Ambridge to 14 acres of pro- 
duction buildings and warehouses, lo- 
cated on a 17-acre tract of ground 
Another manufacturing plant is lo 
ated in Torrance, a suburb of Los 
Angeles 

Officers of National 
ucts Corp are Ww. a. 
president, and R. (¢ 
president in charge of sales. This year, 


ler was 


Electric Prod 
Robinson, Jr., 
Bennett, Jr., vice 
honorary 


the foun elected 


chairman of the board of directors 


...anidea and a secret formula 


Pittsburgh Standard 
Conduit Co. 
Pittsburgh, Pa. 


Established 1905 


AN ENAMEI 


formula, and an 


made from a_ secret 


idea posse ssed by 
Peter McIlroy for combating corrosion 
of electric wires, launched a new busi 
ness The firm 
then named the Enameled Metals Co.., 
founded by A. P. Howard and 
John S. Patterson—to whom Mcllroy 


at Erna, a suburb 


venture 50 years ago 
was 


gave the idea 


of Pittsburgh 


Rigid steel conduit for the protec- 


tion of electrical wiring was im its 


infancy in 1903. The major drawback 
corrosion which 


to Its was 


destroyed the steel shield in which 
electric wires were encased. The secret 
which into Mcllroy’s 


formula came 


possession seemed to be ideal, and 
within two years it was put into use 

Growing rapidly, the company ex 
panded into the field of galvanized 
conduit, and in 1914, the use of thread 
protectors on conduit was introduced 
Seventeen years later, a hot-dip galva 


nizing department was established 


ELECTRICAL WHOLESALING—June, 1955 


: 
| 
: 
4 
4 
f 
| 
te 


In 1952, the name of the firm was 
changed to Pittsburgh Standard Con 
duit Co. In the same year, ground was 
broken for a new plant which now is 
in operation at Morrisville, Pa. Robert 
G. Mcliroy is now president of the 


company His father—who possessed 
the secret formula—is chairman of the 
board of directors 


NEWS 


J. F. Miller Named NEMA 
Managing Director 

NEW YORK, N. Y Joseph |] 
Miller is the new managing director 
of the National Electrical Manufac 
turers Assn. Mr. Miller, who had been 
assistant managing director since 
August 1, 1954, succeeds William J 
Donald, who retired April 30, 195‘ 
after 21 years of service 

Before coming to NEMA in August 
1953, as recording secretary of the 
wire and cable section, Mr. Miller had 
been serving as Director of the Cop 
per Division, Metals and Minerals 
Bureau, National Production Author 


ity, Department of Commerce 


New Appointments 

Made By Graybar 
NEW YORK, N.Y.—Fffective May 

1G, is your fastest selling pipe threader 


ager at Madison, Wis., for the Graybar 
Electric Co., Inc, Chicago District 


Manager W. E. Guy, has inced Easiest to Use... Threads 1", 14°’, 14%” and 2” pipe 


Mr. Lind started with Graybar in 


and conduit with 1 set of chasers that adjust to size in 10 
Seattle as a salesman in March, 
seconds. Mistake-proof self-centering workholder sets in 
At the time of his new appointment ; 1 : 
st: T Ci it KICKS O i i 
he was appliance sales manager in tantly to size reader can t jam KICKS OUt automat 


Cincinnati. He had held this position cally when standard length thread is cut. Unbeatable speed, 
since September, 1953 least work. 


A new branch has been opened 


Lake Charles, La. V. P. Flynt 
Ba Perfect Threads... 65R cuts beautiful threads — the 


appointed manager and R gnon 


operating manager, accor ling to Hous factory test sample is right in each new die stock to prove it No 

ton District Manager J. E. Fontaine other threader gives your customers as much for their money. 
Mr. Flynn joined Graybar as a serv 

ice clerk in Oklahoma City in 1937 To make money, stock and sell this most popular threader. 


He had been manager, lamp and light Write today for the profit facts on the 65R 


“ing at Houst June, | | The Ridge Tool Company Elyria, Ohio, U.S.A. 
n July, 1954, he had been given the 


1dditiona 


responsibilities of outside 
construction and power apparatus sales 
for Houston, Beaumont and Corpus 


Christi 
Mr. Baugnon joined the company a 
New Orleans in 1949. He had he! 


stock maintenance 


positions up to the time ¢ t nis present 


app untment 
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NOW AVATZABLE 


FROM NATION-WIDE WAREHOUSE STOCKS* will get the order when this materia! 


iS purchased 

Now, what is going to happen? In 
a great many instances, a manufacturer 
has had what may be called an old-line 
distributor, one who has been loyal to 
the line for many years and has 
plugged it every chance he had. Still 
the manufacturer has appointed an- 
other distributor who is a little 
fellow perhaps one who has just 
started or one who has a little organi- 
zation 

The little fellow is very anxious to 
impress the manufacturer with his 


=< a Pe ability to sell goods. He does not have 
any engineering facilities or experi- 
a’ oe enced salesmen, but he does have a 


pencil. And when he has occasion to 
quote on this same material, he shoots 
Pag D re}. | LY th the price to 5 per cent or lower, hop- 

ing to get the volume and please the 
manufacturer 

The old-line wholesaler naturally 
loses the business unless he wants to 
meet the price. He may meet the price, 
but from then on it is no longer 
profitable for him to stock this mate- 
rial or spend any time doing mission- 
ary work. He just considers it one 
more line down the drain 

Now what does this manufacturer 
gain by dual distribution? He loses 
the enthusiasm of the old-line dis 
tributor and his salesmen. He does 
not get any more volume because the 
old-line wholesaler will not do any 
more missionary work and cannot 
afford to carry a stock at the low 
profit 

As I look at it, the manufacturer 
does not gain and may even lose 
volume—defeating himself 


Bronco 60 Certified Type W cables are IRA E. GREEN! 


made in all sizes from 8/2 to 1/4. They 
have a tough Neoprene jacket certified 


PRESIDENT 
SOUTHERN TIER ELECTRICAI 
SUPPLY CO 


by a registered professional engineer to 
BINGHAMTON, N. Y 


contain not less than 65.46% Neo- 
prene, Made with coarse or fine strand- 
ing, Certified Type W possesses incom- Defends Distributors 

parable flexibility. The proof is in the Dear Sir 

product. Try Bronco 60 Certified Type I think most people (including 
W-you'll standardize with Certified. the authors of some of your recent 


rticl rill 
Sold nationally only through irticles ) still seem to think that the 


le al hi le ile Distributors whe le saler was cre ited by the manu 


and manufactured by facturer to perform a service which 


has added to the ultimate cost paid 


WESTERN INSULATED WIRE CO. by the consumer T he put lic. a lor ot 
Los Angeles 58, California manufacturers and contractors also 


mir he wholesaler as ; » 
— Warehouse Stocks Maintained in the Following Citics: arcanwta. GEORGIA © eaTimone hink of the wholesaler as a conven! 


MARYLAND © BOSTON, MASSACHUSETTS © BUFFALO. NEW YORK © CHICAGO. ILLINOIS © OETROIT. MICHIGAN ence tor which they are paying a price 
© RANBAE CITY, LOS ANGEL ES CALIFORNIA © LOUISVILLE. KENTUCKY © MINNEAPOLIS. MINNE } 
SOTA © NEW YORK. © PHILADELPHIA. PENN © BAN FRANCISCO. CALIFORNIA © SEATTLE. reluctantly the middleman 2 
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necessary’? evil! 
There are two fallacies in this line 
of thinking and it is time we do some 
advertising to present the facts. The 
dollar is still the one thing that con- 
trols all business! Business as a whole 
will operate in such a way as to de 
liver the most merchandise to the 
consumer at the lowest possible cost 
Various manufacturers will use dif 
ferent methods. In this day of intense 
competition and high volume produc- 
tion, wholesalers would have become 
smaller and smaller if they were an 
expense to the consumer, but the con- 
verse is true—the volume handled by 
wholesalers has increased greatly—per 
haps even more than the increase in 
total volume of goods manufactured 
Some say the wholesaler isn't per 
forming his true function because he 
dosen't warehouse everything. Re- 
member, the governing factor is get 
ting the most merchandise to the con- 
sumer at the lowest possible cost. It 
would be increasing the cost to the 
consumer to deliver a carload of con 
duit out of stock for a single order, 
or to deliver 300 slimline fixtures out 
of stock; however, it is cheaper to 
deliver 200 feet of conduit out of 
stock than to ship it LCL from the 
factory 
Times have changed. Instead of 
building one home at a time most 
homes are built by volume producers 
The number of volume orders of all 
electrical equipment has greatly in- 
creased. Instead of a few incandescent 
bulbs to light a room, 8-ft. fixtures 
weighing 60 lbs. or more are used 
Labor costs and transportation costs 
have greatly increased; therefore, a 
minimum of handling is necessary 
Time” is another item of great 
importance to everyone. Every man’s 
accomplishments are based on how 
and where he spends his time. Could 
a purchasing agent afford to talk to a 
different salesman for every item he 
purchased? Could a firm afford to 
make out separate purchase orders, cor 
respondence, receiving slips, bookkeep 
ing entries and remittance vouchers 
for every item they purchased even 
though some of them were in large 
volume? A wholesaler’s salesman can 


perform the function of supplying in 


formation — application data, size 
price, installation data, etc., on many 
products The wholesaler can ilso 


deliver smaller orders and samples 
from stock and service the account on 
partial shipment until the larger fac 
tory shipment arrives. All these serv 
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Mail coupon for FREE — 
Dosson ‘¥’’ Connector 


DOSSON “\F" 
SPLIT BOLT 


CONNECTOE 


Fabricated from high strength alloys (better than 
average steels), the Dosson “F”’ is cold-formed for 
uniform quality. Maximum contact pressure is 


assured 


by a high translation of tightening 


torque. Full length pressure bars with rounded 
edges prevent load concentration and crushing 
of conductor. Built to withstand high overload, 
vibration. Highly corrosion 


resistant. 


TEaes oF 


$t., 
249 Huron plus cat 
Gentlemen: ample Dosson Bolt Connector 
tree 

Please rush Title 
sheet. 

Name 

Company 

Zone 


DOSSERT MFG. CORP. 


249 Huron St., Brooklyn 22, N. Y 
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LIGHTING AT ECONOMICAL BEST. . 
/STEBER\ FLOODLIGHTS AND 
SEALED BEAM COMPONENTS 


CHROME PLATED 


~ 


$-5003 


by 
lamp gasket and mounting 
flanges finished in colonial 


STEBERLITES 
WITH 
FITTINGS FINISHED 
IN RICH BLACK! 


Lustre—liveliness—sales appeal! 
Chrome plated Steberlites have 
it! The brilliant plated surface 
of the S-500, richly contrasted 


de ep black weatherproof 


black, provides that magic touch 


which makesa Steberlite installation outstanding. S-500 Steberlites are fully 


adjustable, are factory wired and accommodate PAR-38 and R-40'medium 


base lamps. The mounting flanges provide for easy attachmentto wall or 


pole, switch or outlet box—in single, two or three lamp combinations. 


VW-200 


 VP-100-G 


VB-100-G 


/STEBER 


VAPORTITE FIXTURES 


Especially designed for both indoor and outdoor use. Heavy cast alumi- 


num construction resists moisture, salt spray smoke, non-explosive dust, 


gas and most chemical fumes. Extra thick cork gaskets provided for per- 


fect seal between splice box and fixture and glass globe and fixture cap. 


lypes for mounting to outlet box or to vertical or horizontal 42" conduit 


or pipe. Each unit can be furnished with welded wire guard to protect 


globe from breakage. For 100 or 


200 watt lamp. 


OPEN AND ENCLOSED 


/STEBER\ roopucuts 


Series 4000 


Economical Steber floodlights are avail- 
able in both open and enclosed types for 
lamps from 100 to 1500 watts. Each unit 
has ample wiring compartment (or is 
fully wired with cord and plug), anc 
versatile mounting bracket for quick 
easy installation. Ideal for all industrial, 
commercial and sports areas. 

New Steber Catalog TDS-9 gives com- 
plete details. Write now. 


STEBER MANUFACTURING CO. 


DEPT. 71, BROADVIEW 


/STEBER\ 


Steber Manufacturing Co. 


242 So. Anderson St. 
Les Angeles 33, California 


(MAYWOOD P.O.) ILLINOIS 


Steber -Woodhouse Ltd. 
2368 Dundes St. West 
Toronto, Canada 


of California 


ices plus the handling of credit and 
financing large orders can be handled 
by the wholesaler at a considerable 
saving in both time and money to 
both the consumer and the factory 
The above arguments apply to the 
OEM as well as to contractors and 
industrial firms. True, some OEM ac- 
place extremely large 
gle irem and the manu- 
it cheaper to have 
representative selling this 
tem than to pay a small commis 
a wholesaler, but, on an aver- 
wholesaler will move the most 
rchandise at the lowest total cost 
tne consumer 
The good, aggressive wholesaler 
isn't a straight jobber; he is a 
factory representa- 
engineer, and service depot 


eneral Electric and Westinghouse 
both large manufacturers of elec- 


Why do they sell 


through distributors and 


products 
even have 
their own distributing organizations? 
Firms like Hubbell and Thomas and 
Betts sell only through 
even to OEM and they 


very successful 


wholesalers 
seem to be 
Let's quit apologizing for asking 
the manufacturer for a Commission on 
and start selling the 

r and the public on our 
true function The manufacturers 
would do well to 


spend a great deal 
more money helping train wholesalers’ 
salesmen: it be very profitable 
O. R. WOODWARD 
PRESIDENT 

TERMINAL ELECTRK 
MINNEAPOLIS 


CORP 
MINN 


EW welcomes 
opinion 


expressions of 
readers. Address 
all correspondence to: The Edi- 
tor, Electrical Wholesaling, 330 
W. 42nd St., New York 36, N.Y. 


trom 


“COUNTERMAN” 


Continued from page 41 


comes, mn to move them to the 
in record time. Nearly all of 
countermen and _ outside 


salesmen have worked up 


bac k, SO 


d in all aspects of the firm's 


Schaedler's 
from the 
to speak, and are solidly 


haedler himself is always 


answer questions, and he 


eye on his trainees 
All-Inclusive—Schaedler is very 
h his VA training setup 


e VA supple- 
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ments the firm's pay to trainees up t 
a given figure; as the trainees are 
given raises, VA checks drop pri por 
tionately. Sole requirements: program 
approval and monthly progress re 
ports 

Basis of the VA approved progr 
at Schaedler is a breakdown of tra 
ing requirements by hours. Earlier pri 
gtams were on a two-year schedule 


but included the same coverage as the 
current 2,000-hour, one-year progran 
The requirements, worked out by 
Schaedler and the VA, reflect both the 
firm's real needs and bureaucratic tet 
minology 


in hor 
Work in warehouse 00 
Sell supplies to customers 00 
Catalog and price items 100 


Satisfy customers with ava 

able items 00 
Provide national code infor 
mation 


Quote prices to contractors 00 
Arrange displays of items 

for sale Oo) 
Take orders by telephone 100 
Take inventory 100 
Calculate discounts, invoices 00 
Attend sales meetings 0) 


Tom Schaedler’s theory of selling is 
inculcated into every trainee: “Aid the 
customer in selection of what he wants 
selling them what we have and wl 
they didn’t think of when they cams 
in.” This takes a lot of doing. and 
Schaedler maintains there's only one 
way for countermen to learn products 
well enough to do it: by stopping on 
every rung on the way up to the 
counter 


Housewares Award To Be 
Made at IAEL Convention 
NEW YORK, N. Y To afford 
the electrical leagues the recognition 
they merit for their key position in 
the sale of electric housewares. the 
electric housewares section of the Na 


tional Electrical Manufacturers Asst 


once again sponsoring its annual cor 
test to find the league making the most 
outstanding contribution to the indus 
try gift promotion campaigt 

This announcement was made by 
Herbert E. Cook president of the In 
ternatK nal Ass n o 
Le igues anda executive secretar t 
Electrical A ssociat t Detr 

Mr Cook point ] t that entries 
may take any form, suct » letter 
indicating how the electric league's 


1 coor 
rr f 
S yeu 


plan to sell electric h war iS pitt 
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Porcelain Products’ 
service mast KIT 


verything furnished 


but the house and conduit 


Ranch type homes 


Available Now!—a Service 


Entrance Mast kit complete to ————— 


every detail—including roof 
flashing. Even necessary bolts, 
nuts, lag screws,and nails. These 
articles make up the new Por- 
celain Products’ service mast kit 
that you'll put up and forget. All 
components of the kit can be 
installed by an electrician, with 
electricians’ tools. 


Yere is a list of the parts: 


V 114" UL approved Service Entrance Ca, 

V 144" to 2” Bell Reducer to adapt 
service cap to conduit 

V Galvanized Roof Flashing and Storm 
Collar 

V/ Roof Mounting Pilate of new and 
origina: design 

vV Conduit hanger with 214" log screw 
attached 

V Slip-fitting offset reducer with interior 
grounding device 

V All necessary bolts, nuts, log screws 
and nails 

\ Plus—Porcelain Products famous 
2061-C Pipe Mounting house brackets 
as specified. 


Write for details today! 
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Because with 
SOUTHERN 


STOVE BOLTS 


AND 
a WOOD SCREWS 
YOU PROFIT 
FOUR WAYS 


Southern’ s prompt service means lou 
inventory for vou. 

Southern’s consistent quality adds to the 
value of your product. 

Southern’s dependability avoids waste 
and lost production time. 

Southern Stove Bolts. slotted steel 
round and flat—are available in a wide 
range of sizes for your individual needs. 
Southern Wood Screws, Phillips and 


slotted, flat, round and oval, in all popu- 


lar materials and finishes. 


WOOD SCREWS ° STOVE BOLTS ° MACHINE SCREWS 
A & B TAPPING SCREWS ~* ROLL THREAD CARRIAGE BOLTS 


DOWEL SCREWS ~* HANGER BOLTS 


For free samples and stock list, write Box 1360-E. 


SCREW COMPANY 
STATESVILLE NORTH CAROLINA 


New York © Chicago Los Angeles Dallas 


for all occasions and as necessary ad- 
juncts to modern living. In support 
of their entries, leagues may submit 
programs, tear sheets of advertise- 
ments, photographs of displays or any 
other evidence of their promotion of 
the industry theme—"Electric House- 
wares for Modern Living and for 
Modern Giving 

Presentation of the Electric House- 
wares Industry Plaque Award for the 
most thorough and comprehensive job 
of implementing the national Electric 
Housewares Gift Campaign will be 
made during the annual convention of 
the LA.E.L., October 5 through 8, in 
Toronto, Canada 


F. W. Wakefield Brass Co. 
Changes Corporate Name 
VERMILION, OHIO—Atr the an- 


nual stockholders meeting, the F. W 
Wakefield Brass Co. changed its 
corporate name to The Wakefield Co 

General Manager A. F. Wakefield 
gave two reasons for the change. The 
fact that his father, F. W. Wakefield 
who founded the company in 1907, 
has long been deceased, and that the 
word “brass” has been misleading 

Though the original Wakefield 
lighting equipment was built largely 
of brass, the modern operation uses 
hardly any. Furthermore, the inclusion 
of “brass” in the company name 
brought inquiries from companies 
wanting quotations on brass for fabri- 
cation 

There is no change of the Canadian 
subsidiary, Wakefield Lighting Lim- 
ited, London, Ont 


Fluorescent Lamps 
In Large Area Lighting 

SCHENECTADY, N. Y. — A new, 
efhcient general lighting system, seen 
as a forerunner of many large indus- 
trial, commercial and institutional 
lighting installations, was unveiled 
here last month 

Installed in Union College's nearly 
completed Alumni Memorial Field 
House, the system is the first applica- 
tion of high-frequency fluorescent 
lamp operation for the general light- 
ing of a large area 

Designed and developed by the 
General Electric Co., the system calls 
tor the operation of 490 eight-foot- 
long slimline fluorescent lamps on 
100-cycle power. Increasing the fre- 
quency to 400 from the standard 60 
cycles is accomplished by means of two 
30-kilowatt rotating-type G.E. package- 
unit frequency converters 
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PAUL V. HENKEL was recently named 
manager, electrical supplies dept 
Raub Supply Co. Mr. Henkel, who is 
celebrating 25 years with the Lancas- 


ter, Pa., firm, is responsible for sup- 
plies’ sales at Raub'’s main house 
Economical Method—Chief benefit 


of the new system is that it represents 
the most economical method yet de- 
vised for obtaining higher levels of 
light in high-bay areas, according to 
John H. Campbell, G.E. illuminating 
engineer who conceived and developed 
the technique 

The system cost approximately 10 


per cent less to install than an in- 
candescent-mercury lighting system 
originally considered for the field 


house. In addition, the 400-cycle sys- 
tem is said to offer an estimated 50 
per cent savings in annual operation 
and maintenance cost while producing 
20 per cent higher levels of comfort- 
able light. 

The level of illumination—between 
45 and 50 footcandles—is said by G.E 
to be the highest for any field house 
It is more than twice the amount of 
light provided by typical field house 
installations 

High-frequency operation 
slimline fluorescent lamps to produce 
levels of light from 20 to 50 per cent 
higher than the same lamps operated 
on the conventional 60-cycle power 
Lamps at the Union College field house 
are operated at 22 per cent over their 
60-cycle rating in watts 

Although somewhat similar 400- 
cycle systems have been developed by 
G.E. for airplane and bus lighting, the 
Union College lighting job is the first 
building interior to be lighted by 
means of 400-cycle power 


allows 


Housewares Industry 
Issues Handbook 

NEW YORK, N. Y.—Chief execu- 
tives of light and power companies 
and electrical leagues and 
vice presidents have received copies 
of a special 15-page handbook pre 
pared by the Electric Housewares 


their sales 
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Not All 


Air-Cooled Dry-Type Transformers 
are Underwriters’ Approved 


Check the “approved” power transformers 


in the Electrical Equipment List issued by 


Underwriters’ Laboratories 


Less than One-Half are Approved 


HE FEW makes which are on the 

“Underwriters’ Laboratories” list, 
include Sorgel air-cooled transform- 
ers, both single phase and 3-phase, 
which have been tested and approved 
under the “Reexamination Service” 
for more than 25 years. Only one 
other manufacturer of 3-phase units 
is on that list. 
All Sorgel transformers are con- 
structed according to the latest Un- 
derwriters’ Laboratories standards 
They also meet all the requirements 
of the A.S.A., A.I.E.E., and N.E.M.A. 
standards. 


Not Just an Ordinary Transformer 


In addition to being approved by 
Underwriters’ Laboratories, all Sor- 
gel air-cooled transformers comply 
with the most rigid specifications of 
engineers and the electrical industry. 
That is why they are universally ac- 
cepted by discriminating engineers 
and users. 


Liberal Design for Full Rated Load 


Sorgel air-cooled dry-type transform 
ers are guaranteed to carry the full 
rated load continuously, and are so 
liberally designed that they can safe- 
ly carry an overload during an emer- 
gency. Quiet operation. 


Long Life 


Thermo-vacuum impregnated wind- 
ings brazed to terminals. 


Easy and Low Cost Installation 


All self-contained in a single unit, 
either single or 3-phase, with simple 
connections to make. No separate 
mounting brackets to make or buy 
Substantial wall brackets, or floor 
mounting base, are an integral part 
of Sorgel transformers. Roomy con- 
nection compartment with wide 
choice of knockouts. All transform- 
ers are equipped with solderless 
terminal lugs, and permanent con- 
nection diagram. 


Sorgel air-cooled dry-type transform 
ers are so quiet in operation that 
there is no disturbing hum; therefore 
they can be installed in almost any 
convenient place inside of buildings, 
close to the load center. This results 
in shorter feeders, better voltage 
regulation, more efficient distribu- 
tion, and lower wiring cost. 


Rugged Construction 


All fabricated steel frames and en 
closures. No castings or flimsy enclo 
sures that might be broken or dam 
aged during shipping or handling 


The Price Question 


Because these superior features cost 
more to incorporate in Sorgel air 
cooled transformers, our price may 
not always be the lowest; however, 
the little additional price you might 
sometimes pay will be saved several 
times over in extra service and lower 
installation costs. 


A Perfect Partner for Substations 


Sorgel transformers can also be in- 
corporated in substations, complete 
with primary and secondary switch- 
gear. They are procurable with any 
make of switchgear, and from any 
substation manufacturer 


Unmetched Experience Record 


The Sorgel Electric Co. has 40 years 
of continuous experience in the de- 
velopment, manufacturing, and appli- 
cation of dry-type transformers. 


Large Variety for Every Purpose 


These transformers are available in 
a large variety of sizes and types for 
every purpose. 4% Kva to 2,500 Kva 
single phase. 1 Kva to 3,000 Kva 3 
phase. All standard voltages, such as 
120, 208, 240, 480, 600, 2400, 4160, 
4800, 7200, 13,200, and up to 15,000 
volts, and any intermediate or special 
lower voltages 


Stock carried by jobbers in the following cities: 


New York, MN. Y. 
Buffelc, Y 
Roxbury, Moss 
Cincinnati, Ohio 
Cleveland, 


Chic 


Rock Istend, 
Rockford, 
Richmond, Ind 
Lowisville, Ky 


Cedar Rapids, iowa 
Devenport, lowe 
Omeohe, Neb 
Beaumont, Texeos 
Los Angeles, Colif 


Consult the classified section of your telephone directory of communicate with 


SORGEL ELECTRIC CO. 


832 West National Ave., Milwaukee 4, Wis. 


by 
: 
— 
. Sar 
om 4 
i 
; 
17 


Speed service installations with 


M&W MAST KITS! 


Complete package units 


ready to install 


Fit 2” or 24%” conduit; strap or 
ring type brackets 


The M. & W. ELECTRIC MFG. CO., Inc. 


EAST PALESTINE, OHIO 


No need to juggle the job to suit 
the fittings, when using M & W 
Service Entrance Mast Kits — you 
have the RIGHT fittings every time! 
Whether you select 2” or 242” con- 
duit, pipe ring or strap and lag 
screw installations, there's an M & 
W Kit EXACTLY RIGHT with 
every needed part included. You 
save time, materials and money... 
make a neater, more weather-tight 
installation, too! 


EVERY MAST KIT INCLUDES: 


@ Entrance cap and threadless fittings 
for top and bottom of conduit. 

@ Galvanized roof flashing and cast 
aluminum storm collar. 
Conduit support of HDG malleable 
iron ring and 2 x 10 bolt (or pipe 
straps and lag screws). 
Wire holder with HDG malleable 
iron ring. 


Prices and details available on a wide 
variety of kits to suit every need. 
Write for your copy of new Catalog 
No. 55—today! 


Section, National Electrical Manufac- 
turers Assn. Entitled “Load Building 
and Balancing Facts and Figures,” the 
handbook spells out the importance 
of electric housewares to the light and 
power company. 

Historical data, included in the 
booklet, explains how the Electric 
Housewares Section Industry Gift 
Campaign was launched in 1949 to sti- 
mulate year round sales of more than 
thirty basic electric housewares. The 
program was started when a survey 
indicated that 65 per cent of electric 
housewares sales were being made in 
the last quarter, with one third of all 
items being bought as Christmas 
gifts 

The booklet contains a checklist of 
ideas to supplement light and power 
companies’ electric housewares pro- 
grams. Ideas to supplement the light 
and power companies’ Christmas pro- 
gram are contained in a_ second 
checklist 


Developments In Wire 
And Cable Discussed 

NEW YORK, N.Y.—New develop- 
ments in the wire and cable industry 
were discussed at the recent meeting 
of the National Electrical Manufac- 
turers Association's Wire and Cable 
Section. 

The subjects included new develop- 
ments in magnet wire testing equip- 
ment, new methods of packaging 
magnet wire, a new type of thermo- 
plastic building-wire and anticipated 
improvements in the tight copper sup- 
ply situation 
e Test Equipment—New designs of 
magnet wire test equipment were 
demonstrated by representatives from 
Technical College, Fort 
Wayne, Ind. These included a scrape 
abrasion tester copper softness 
rester, mercury bath insulation and a 
dielectric breakdown tester. 

A. C. Sheldon of Rea Magnet Wire 
Co., Inc., 
methods of packaging magnet wire. In 
place of the conventional wire spools, 
a variety of steel pails, drums and fiber 
containers are now being utilized. The 
advantages cited were that the contain- 
ers need not be returned and that they 
offer excellent mechanical and weather- 
proof protection for the wire and in 
addition, are most desirable for ship- 
ping purposes 
e Building Wire—A new type of 
thermoplastic building wire, developed 
by The Plastic Wire and Cable Corp., 
was reported by H. H Weber, re- 
presenting NEMA on Panel no. 6, 


Indiana 


discussed more efficient 
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National Fire Protection Assn. The 
“THW” moisture and heat-resistant 
building wire is now being considered 
for recognition in the National Elec- 
trical Code. If accepted, this wire 
would be suitable for use in wet loca- 
tions designed for operating tempera- 
tures as high as 75°C. Mr. Weber is 
sales manager, electrical wire and 
cable dept., United States Rubber Co 
e Copper Supply— Even though the 
domestic price of copper is 36 cents 
a pound, only one cent below an all 
time record high, the supply is still 
inadequate to meet consumers’ need,” 
declared Dr. Joseph Zimmerman, 
editor-in-chief of the Daily Metal Re- 
porter 

He attributed the present tight situ- 
ation (EW, Mar. ‘55, p.113) to 
various developments, such as: strikes 
in the copper mining industry in 
1954 resulting in a loss of output of 
60,000 tons; the purchase by the Unit- 
ed States government of 100,000 tons 
of copper that Chile held and which 
might have come on the market; the 
strikes at the copper mines in north- 
ern Rhodesia during January and 
February of this year, and the fact 
that there has been a marked indus- 
trial and economic improvement in 
Europe which was not anticipated 

“The European pipelines were vir- 
tually empty of copper and had to be 
refilled,” he said, “and domestic con- 
sumers, who had also depleted their 
inventory last year fearing a break in 
price, became panicky buyers when 
the Far Eastern situation took a se- 
rious turn.” Dr. Zimmerman said 

He concluded with the opinion that 
before this year is over, domestic sup 


ply and demand will be in balance 


National Electric 
Promotes Officers 
PITTSBURGH, PA—Jerome L 


Bauer has been named executive as- 
sistant to the vice president in charge 
of sales at National Electric Products 
Corp., it was announced by R. C. Ben- 
nett, Jr., vice president in charge of 
sales 

At the same time, Mr. Bennett an- 
nounced the appointments of Vincent 
P. Oatis as product sales manager and 
Luther D. Shank as distribution sales 
manager 

Mr. Bauer has been with National 
Electric since 1923, and formerly 
served as service manager. Mr. Oatis 
went to work for the company in 1950 
as assistant manager of busway and 
underfloor raceway sales. Mr. Shank 
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NEW LIGHTWEIGHT 


HYDRAULIC BENDER 
BY GREENLEE 


opens up even bigger sales opportunities 


for you on the famous Greenlee line 


Here’s the kind of 
real portability your 
customers are looking 
for in a_ hydraulic 
bender to form 1/2” 
to 2” pipe and conduit. 
One man can easily 
carry and operate the 
new advanced-type 
Greener No. 880 — and pipe sup- 
ports are designed to serve also as 
rollers for casy moving of the unit. 
Light, but strong, aluminum alloy 
is used in many parts for big savings 
in weight with no sacrifice in 
strength. There's power to spare 
here and a complete 9 bend can be 


made with one ram stroke! With at- 


tachments this versatile bender can 
also be used to bend thin-wall 
conduit, tubing, bus-bars 


This new Greentree No 

880 Bender 

separate hydraul 

pump and ram 1s 

easily hand-oper- 


ated or can b 
1 with a 


Pump for 


teame 
GrReentee Power 
production jobs It's a wi 
need new rool that you Cal 


big business with it’s beir 


extensively advertise GREEN 
LEE right now. Tic-in your sales 
efforts for extra profit! Write today 


for Bulletin E-217 and prices. 


GREENLEE 
© 


The fast-selling Green es line includes Hydraul 
Hydraulic 


Knockout Punches and Cutters °* 
Radio Chassis Punches * Boring Tools 


ic Pipe and Conduit Benders © Tubing Bender 
Knockout Pur 


Chisels 


Drivers Cable I crs 


Gouges °* and many others 


GREENLEE TOOL CO., 1846 COLUMBIA AVE., ROCKFORD, ILL., U.S.A. 


¢ 
| ~ 
¥ 
. j 
| 
= 
if 
may 
— 
4 
fast 
ly 
lo 
, 
ae 
113 
ae 


Increase your volume 
with “Triangle” Infrared 


That's exactly how it works. You supply the facts and Triangle evalu- 
ates them . . . does the testing and engineering . . . prepares the draw- 
ings, specifications, and thereafter quotes a firm price. 


It’s just thot easy to sell INFRARED in your territory . . . just like add- 
ing a staff of experienced engineers to your organization without in- 
creasing your payroll by one penny. No extra services are needed 
to enjoy these extra profits! Under normal circumstances, you supply 
the facts... make the sale. 


EXPAND YOUR SALES VOLUME ON ACCESSORIES 
Wherever Infrared Heating is sold, the market for accessories is auto- 
matically expanded. You'll do a “plus profit” business on such items 
as boxes, wires, switches, panelboards and lamps, and as you well 


know .. . this is good business. 


CAPITALIZE ON THE WIDESPREAD INTEREST IN INFRARED 
Every industrial concern in your area . . . where finishing, baking, dry- 
ing, or preheating is an integral phase of the processing procedure 

.is a logical prospect for a Triangle Infrared Oven. Industrial 
management is currently interested in faster production, at lower 
unit cost, to maintain a competitive position. We'll be glad to supply 
you with more information. Write to: 


TRIANGLE co., INC. 


joined in 1952 as assistant to the 
general sales manager. 

In his new position, Mr. Bauer will 
assist Mr. Bennett in handling necessary 
department correspondence and com- 
munications. He is responsible for the 
company’s service department, con- 
signed stock control and quotations. 

Mr. Oatis, as product sales manager, 
will be in charge of all product man- 
agers. He will coordinate contacts be- 
tween sales product managers and en- 
gineering product managers on prod- 
uct design and quality, and will 
supervise regional field specialists. 

Mr. Shank, in his new position, 
will be charged with implementing 
sales policy in the field with company 
salesmen and maintaining distributor 
policy. His main functions are train- 
ing and manager of field sales person- 
nel and development of National 
Electric's distributor representation. 


Advertising and Selling 
Room Air Conditioners 


WASHINGTON, D. C—A sug: 
gested 16-point program for advertis- 
ing and selling room air conditioners 
has been announced by the Air-Con- 
ditioning and Refrigeration Institute 
and the National Better Business 
Bureau. 

A major objective of the standards 
is the elimination of public confusion 
about the cooling capacity of room 
air conditioners by providing a single, 
accurate, authoritative method of ex- 
pressing such claims on a basis which 
can be readily verified 

This will be accomplished by mak- 
ing the claims in terms of the BTU- 
per-hour capacity of the model as de- 
termined by a standard established by 
the Air-Conditioning and Refrigera- 
tion Institute. This provision will ap- 
ply to the advertising or sales litera- 
ture for all 1956 models, or later. 

The recommended standards define 
a room air conditioner as including 
“a prime source of refrigeration and 
dehumidification and means for cir- 
culating and cleaning air” although it 
may also include means for ventilat- 
ing, heating or performing other func- 
tions 

Air coolers, air purifiers, air humid- 
ifiers and dehumidifiers, air circula- 
tors, such as fans and blowers, as well 
as any other device not performing the 
four minimum functions of an air 
conditioner, shall be described for 
what they are and shall not be de- 
scribed as air conditioners, according 
to the standards 
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TWIN CONTACTS 
locked in by 
\ new retainers 


on Trine 
PUSH 
BUTTONS 


New interior design of Trine 
Push Buttons features re- 
tainer that locks twin con- 
tact (self-cleaning) mechon- 
ism securely to button hous- 


CALENDAR OF EVENTS | NEW! 


National Housewares Mfrs. Assn. 
Summer Housewares Show 
Convention Hall 
Atlantic City, N. J. 

July 11-15 
Exhibits, conferences 


Illuminating Engineering Society 
Nat'l. Technical Conference 
Statler Hotel 
Cleveland, Ohio 
September 12-16 
Technical meetings 


NATIONAL ASSOCIATION OF 
ELECTRICAL DISTRIBUTORS 
Pacific Zone 
Empress Hotel 
Victoria, B. C 
September 25-28 
Meetings, panels 


Electrical Progress Show 
Convention Hall 
Philadelphia, Pa. 
September 27-29 
Exhibits, meetings 


ing. Never loosens 


Lake Michigan Club always holds tight . . . com- 
Annual Meeting pletely trouble free 
September 29-30 eliminates service call ‘od 


backs. Favored by contrac- 
tors for its permanent instal- 
lation features. 


French Lick Springs Hotel 
French Lick, Ind. 
Meetings, golf tournament 


National Electronics Conference 


llth Annual Meeting 


Hotel Sherman THIS NEWEST DISPLAY FEATURES TRINE TWIN CONTACTS. 


Chicago, Ill 

October 3-5 

Meetings, exhibits, booths, technical 
programs 


International Association 
of Electrical Leagues 
20th Annual Conference 
Toronto, Canada 
October 5-8 
Meetings, awards 


for you 
and for your customers 


on ebony 
plaque 


Your same or your 
tustemers name en 
Oraved—-or shipped 
withewt engraving 


Eastern Electrical Wholesalers Assn., Inc. 
Third Nat'l Electrical Industry Show 
69th Regt. Armory 
New York, N. Y 
October 11-14 
Exposition 


National Safety Congress 

i3rd Exposition 

Conrad Hilton, LaSalle, Congress, 
Morrison Hotels 

Chicago, Ill 

October 17-21, 1955 

Sessions on: industrial, traffic, commer- 
cial vehicle and transit safety; home, , 
farm and school meetings 

preven best selling push bwttens—all 


National Electrical Contractors Assn. vie 


thiek. Easel for standing: syeiets for Mt Attract! 
Annual Convention banging. Packaged Deal includes sam- 
Waldorf-Astoria Hotel ple display and intreductory 
stock of 39 asserted push buttons i 
New York, N. Y. (packed in individual. colorful Trine 
boxes) for total of 63 push buttons 
October 31-November 4 You pay only for push buttons. Label- ~ yy oe 


tributer Dealer 
orice § infermeation 


e¢ shipping carten for mailing 


Meetings, awards 


Annual Meeting 
Traymore Hotel 


Atlantic City, N. x=KEIL= 


November 14-18 
Meetings 


National Electrical Manufacturers Assn. 
f 


ff «) MANUFACTURING CORP. 
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To sell the MOST 
sell the BEST. ” 


Stock the Keystone Line of wiring installation equipment and 


watch your sales go UP, UP, UP! Yes, it’s a complete line, a 
quality-built line. Every item “loaded” with features to simplify 
installation, save your customers money on the job where it counts 


the most. Every item priced right, too, for profitable, volume sales! 


KEYSTONE WIREWAYS and Auxiliary 
Fittings hove all the time-saving, 
money-saving feotures your cus- 
tomers want. They're quickly, easily 
installed, readily adaptable to any 
power distribution system. Availabie, 
too, in both flanged and flangeless 
styles and a wide range of sizes 
and lengths ... from 24” x 2'A” x 
1 ft. through 8” x 8” x 5 feet long. 


wee 


KEYSTONE CUTOUT BOXES and Pull 
Boxes are furnished in Type “A” 
with hinged cover, Type “SC” with 
screw cover. Both feature a formed 
construction strongly fabricated and 
securely welded . . . with adequate, 
easily removable knockouts. And 
both types are available in a com- 
plete range of sizes . . . stocked for 
prompt delivery to meet your needs. 


KEYSTONE SWITCH BOXES ond Outlet 
Boxes ore loaded with extra quality 
features! BX or Romex clamps are 
already assembled with nested fit 
for easy pulling of wires. Knockouts 
and pri-outs come out double quick. 
And tapped holes ore extruded to 
provide extra thickness, eliminate 
stripping of threads. Even mounting 
brackets mgke installation easier, 


New fact-filled illustrated catalog presents the complete 
Keystone Quality Line send for your free copy today! 


(CEYSTONE MANUFACTURING company 


; 23328 SHERWOOD AVENUE @ CENTER UNE (Detroit) MICHIGAN 


... the Complete Line of Wiring Instatiation Equipment — 


Sold Only through recognized Electrical Distributors — 


PEOPLE IN THE NEWS 


E. W. Burton has been promoted 
to assistant sales manager, Cords Limi- 
ted div., Essex Wire Corp., Sycamore, 


Jerald D. Huggins is senior sales- 
man for the San Francisco district 
sales office of the Jefferson Electric Co 


Sumner Harris is lighting division 
salesman supervisor for the southern 
Texas area for Sylvania Electric Prod- 


ucts Inc 


William H. Caley has been named 
vice president of King-Seeley Corp., 
and general manager of the Signal 
Electric div., Menominee, Mich. Mr 
Caley joined Signal Electric in 1933 
He was president of the company at 
the time it was acquired by King- 
Seeley in 1952 


James F. Magin, vice president and 
a director of the Square D Co., has 
been appointed general manager of the 
company’s industrial controller divi- 
sion, Detroit. Mr. Magin joined Square 
D in 1946, following four years in the 
Navy, and was elected a vice president 
in 1954 


Richard W. Snyder is sales man- 
ager of the electrical division of Olin 
Methieson Chemical Corp. He had 
been sales manager for Roux Distrib- 
uting Co., New York City 


Albert J. Zoth has been promoted 
to treasurer of the Pittsburgh Standard 
Conduit Co 


John G. Stanwood has been pro- 
moted to senior salesman with head- 
quarters in Baltimore, Md., for the 
Jefferson Electric Co., Bellwood, III 
He joined the company in 1951. Pre- 
viously he had been a sales representa- 
tive for the Appleton Electric Co. 


George R. Weppler has been ap- 
pointed vice president and assistant 
general manager of Harvey Hubbell, 
Inc., Bridgeport, Conn 


R. L. Hibbard is district manager 
of Cutler-Hammer’s Buffalo sales terri- 
tory. He had been branch manager at 
Saginaw, Mich 


W. R. Minett, Jr., former general 
sales manager, was recently appointed 
to the newly created position of di- 
rector of merchandising for Thomas 
Industries, according to Lee B. Thomas, 
president. Thomas Industries produces 
lighting fixtures sold under the Moe 
Light and Star Light names 
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GLENN KOGER has been elected a 


vice president of the Rome Cable Corp 
He joined Rome Cable in March 
1954, and had been manager of the 
firm's Torrance, Calif., plant. He con- 
tinues in that capacity. Before joining 
the company, Mr. Koger was with 
Walker Bros., Conshohocken, Pa., as 
vice president in charge of copper 
products and as a director of the 
company, 


Stuart F. Hatch is district manager 
of the St. Louis district office of the 
Spang-Chalfant division, The National 
Supply Co 


George A. Fitzgerald, industrial 
and automotive sales manager of Per 
macel Tape Corp., has been made a 
vice president of the New Brunswick, 


N. J. firm 


Walter J. Dremann is president of 
the Solar Electric Corp., Warren, Pa 
He had been vice president and gen 
eral manager 


William Sevy is national field sales 
supervisor of Crescent Industries, Inc., 
Chicago 


E. H. Gallet will coordinate sales 
promotion and advertising activities 
and serve as liaison between distribu- 
tors, contractors and architects for the 
Advance Transformer Co., Chicago, Ill 
He also will assist with product plan 
ning. Mr. Gallet had been with Curtis 
Lighting Inc., and the Benjamin Elec 
tric Manufacturing Co 


Leroy Winters and Mitchell J. 
Davis head the new branch office of 
the Pittsburgh Reflector Co., in Phila- 
delphia. The branch is located at 1005 
Fox Building. They will cover eastern 
Pennsylvania, southern New Jersey, 
Delaware and Maryland 


Edward L. Gluck has been ap- 
pointed New York sales manager of 
the Architectural Lighting Division of 
the McPhilben Manufacturing Co., 
Inc. Mr. Gluck was formerly with the 
Holophane Co., Inc., for six years and 
served as application sales engineer 
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STEP 


TO PROFITS 


Rice Leaders 


FANS . BLOWERS . MOTORS 
ELECTRONIC EQUIPMENT 


PEERLESS ELECTRIC 


ECONOMY CXHAUST FAN 


Sell the line that covers all applica- 
tions from attic ventilating to big com 
mercial and industrial jobs—- PEER 
LESS. You sell more and earn more 
when you stock Peerless Electric fans. 
Peerless engineers work with you to 
iron out engineering problems. We 
solve them and help you make the 
best possible bid. You build profits 
faster because trouble-free Peerless 
products eliminate expensive call 
backs that eat into earnings. Finally, 
you get fans and blowers that are 
completely designed, built and guaran- 
teed by one manufacturer—PEERLESS 
ELECTRIC—a famous name for more 
than 60 years. Check the Peerless 
profit line today. Write for Bulletin 
SDA-160. It gives you facts and 
“Guaranteed Ratings’ on America’s 
fastest growing line of fans and 
blowers. 


THE PEERLESS ELECTRIC COMPANY + 1403 W. MARKET ST + WARREN OHIO 
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and district engineer for their New 
York office. He is also an instructor in 
Illuminating Engineering at Pratt In- 
stitute and is a member of the Brook- 
lyn Engineers Club and Illuminating 
Engineering Society 


George W. Horn, vice president 
PRICE STAPLE Wire Ca. inc, division of 

for stapling 


pany. 


OBITUARIES 


John W. Brooks 


John W. Brooks, senior vice presi- 
dent, Pass & Seymour, Inc., died on 
April 22nd, after a long illness. He 
was 79 years of age and had been 
actively associated with the company 
for 56 years 

On May 1, 1899, he became sales 
agent in the Chicago area for Pass 
De _ os fi R and Seymour. In 1903 he moved to 
Conductor Syracuse and since that time has held 
3 Conductor 14 with Pass & Seymour, Inc., the posi- 
¥ y tions of sales manager, general man- 
ror ager, secretary and treasurer, vice presi- 

2 Conductor 12 PRICES dent and director 
ASE «5/8 Leg Length $2.25 In 1950, Mr. Brooks received the 
7/8” Leg length $2.50 following citation: “In recognition of 
Packed 1M to box Fifty Years of continuous service in 


Ned the electrical industry, the National 
The safest, most efficient stapling tool, ever devi or electrical wiring men ! No dange: . : “RL. 
of damaged wires or short circuits with special BUILT-IN GROOVE GUIDE at base Electrical Manufacturers Assn. ex- 
of tacker. Self-feeding, autornatic action permits user to staple-tack at his own rate of presses its appreciation 

speed. One-hand operation frees other hand to balance self or steady object being stapled. 
It all adds up to considerable savings of time, money and effort on electrical wiring jobs. 


SALES REPRESENTATIVES 
THE MARKET IS UNLIMITED ... This sensational new product is sure to be a 
best-seller ! With each Arrow Tacker you sell — your profits will continue to multiply Pass & Seymour, Inc., Syracuse, N.Y.. 


! d les, lik 
business on Arrow staples. Remember ! Tackers need staples, like razors appointed 


representative in the southern Ohio- 
Kentucky territory. He has had two 
years experience as sales representative 
for International Register Co., in the 
same territory. Prior to that, Mr. Korb 
spent three years with General Electric 
Supply Co. as a sales trainee for sup- 


plies 


The J. R. Richards Co., Carnegie, 


Pa., has appointed Wm. O. Proby & 
PLACE YOUR SAMPLE ORDER NOW! Associates, sales agents in Washington, 


Oregon, Idaho, Montana and Alaska. 
ARROW FASTENER COMPANY, INC. — 2 nd Alaska 


The company was established in 1946 
and is headed by Mr. Wm. O. Proby 
Send sample order checked below, ot regulor trade discount. 
Offices are located at 522 First Ave., 
7 __ 1-75 STAPLE GUN South, Seattle 4, Wash., and at 1308 
7-75 STAPLES, 5/8” Leg Length -- ONLY Northwest Everett, Portland 9, Ore. 
7-75 STAPLES, 7/8" Leg Length 
& THROUGH The Kurt Versen Co., Englewood, 


Send catalog and complete information 


WHOLESALERS N. J., has named the following as 


ADDRESS _ Wetmore-Close Co, 1312 Tremond 
ee ZONE St., Boston, Mass.; northern California, 

D. G. Parker Co, 1267 Folsom St., 
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San Francisco 3, Calif.; St. Louis, D 
B. Murray, P. O. Box 233, Main Post 
Office, St. Louis 3, Mo.; Montreal, Can., 
W. E. M. Walsh, 2407 Mariette Ave., 
Montreal, Que; New York City, A 
J. Koechel, c/o Kurt Versen Co., 
Englewood, N. J. 


Accurate Manufacturing Co., Gar- 
field, N.J , has named A. (4 Joe” Rio- 
pelle, 22434 Kendall, Detroit, Mich 
He will cover Michigan and Toledo, 
Ohio. 


The Peerless Electric Co., fan & 
blower div., Warren, Ohio, has ap- 
pointed Ray V. Norman as sales rep- 
resentative in the New England area 
His office is located at 1116 Great 
Plains Ave., Needham, Mass. He re- 
places Walter T. Wickens, who died 
recently 


NEW LITERATURE 


Lighting — Incandescent “Alumi- 
naires” for exterior and interior use 
are described and illustrated in folio 
55-1. These cast aluminum, anodized 
lighting designs, include wall brackets, 
downlights, vaportights, step and night 
lights, exit and directional signs. 
Copies may be obtained from the 
McPhilben Mfg. Co., Inc., 1329 Wil- 
loughby Ave., Brooklyn 37, N. Y. 


Casters, Wheels—A 28-page catalog 
shows the complete line of casters and 
wheels for light through heavy-duty 
use of all types of portable equipment 
Complete with photographs and speci- 
fications of all models manufactured 
by the company, plus a new section 
on special types that are available to 
supplement the wide range of standard 
units. Copies may be had from The 
Rapids-Standard Co, Inc, Grand 
Rapids 2, Mich 


Devices — Electrical and lubricating 
devices are described in an 8-page con 
densed catalog. Products are illustrated 
Catalog numbers, sizes, general engi- 
neering data, ordering information, in 
cluding list price information, are 
clearly shown. A copy may be had 
by writing the Trico Fuse Mfg. Co., 
2948 N. 5th Sc, Milwaukee 12, Wis 


Circuit Breakers—The I-T-E “Speed- 
fax” catalog has been designed to 
provide all essential information on 
the selection and application of 
molded case and large air circuit 
breakers. Application sections make 
extensive use of charts and tables to 
explain the proper selection of circuit 
breakers for motor circuits, bus duct, 
conductors, and transformer secondary 
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All these ... and more .. . for 4 
YOUR BEST CONNECTIONS Hm 


U/L AND CSA TESTED HI-RUGGED STRENGTH 


PURE COPPER RE-USABLE 


100% CONDUCTIVITY ALL WIRE SIZES 


COOLER OPERATION ECONOMICAL 


WRITE FOR 
80-PAGE CATALOG 
ILSCO CORPORATION 


5746 Mariemont Ave. 
CINCINNATI 27, OHIO 
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Porcelsiny =| GARDEN LIGHT 


Yardii 

For Gorden ond Recre- 

ational Iiuminetion . . 

Drivewoys, Paths, Flower Beds, Patios, 
Barbecues, etc. Spikes into ground by 
a step on easy stepdown 

plote. 14” tilting refiec- 

tor gives direct light for 

eating, reading, or ploy- 

ing cords. Stondord or 

yellow insect repellent 

bulb can be used—Biock 

ond Brass finish. 53° high 
—equipped with 20-ft 

Heavy Duty Weatherproof 

Cord and plug — also 

brocket for winding when 

not in use. 


* SEND FOR CATALOG 


* SOLD ONLY THRU > 
WHOLESALERS 


JACKSON ELECTRICAL COMPANY 


900-910 W. VAN BUREN STREET CHICAGO 7, ILLINOIS 


Complete reliability is the one thing we demand from o 
fire alarm system. Therefore, when ordering Interior Fire Alarm Systems, be 
sure to specify equipment (control panels, stations, and fire alarm bells) 
produced by Signal Engineering & Manufacturing Co., the originators 
of A-C Fire Alarm Systems. 
Both coded and non-code types ore available in various arrange- 
ments depending on type of building or establishment. Although 
Interior Fire Alarm Systems ore intended primarily for warning 
occupants of c building, they can be connected into o munici- 


pol system. 
Write for Bulletin FA-5 


SIGNAL 


ENGINEERING & MFG. CO° 


applications. Illustrated descriptive sec- 
tions provide a pictorial explanation 
of the advantages that the use of circuit 
breakers provide. Also included in the 
60-page catalog are the latest circuit 
breaker prices, dimensions, ordering 
instructions, arranged and indexed. 
Copies may be obtained from 1-T-E 
Circuit Breaker Co., small air circuit 
breaker div., 1924 Hamilton St., Phila- 
delphia 30, Pa 


Industrial Equipment—A_ 16-page 
catalog features a list of conversion 
factors which are said to prove helpful 
to engineers and other executives. 
Many new and different items have 
been added to the manufacturer's 
standard line of lockers, ladders, steel 
shelving and the storage and main- 
tenance equipment for industrial and 
institutional uses. For a copy write 
Precision Equipment Co., 3666 Mil- 
waukee Ave., Chicago 41, IIL. 


Tape—Eight-page catalog gives de- 
tailed performance and application in- 
formation about the manufacturer's 
‘Bi-Seal” self-bonding insulating tape, 
no. 125 electrical filler tape, “Bi-Prene” 
types “C” and “H” electrical jacking 
tape, general purpose vinyl electrical 


tape and no. 30 high voltage splicing 
tape. In addition, several typical appli- 
cations of these tapes are shown. The 
catalog may be had from the Bishop 
Manufacturing Corp. Cedar Grove, 
N. J 

Conduit—A 24-page reference data 
book on the use of rigid steel conduit 
and electrical metallic tubing contains 
excerpts from the National Electrical 
Code as applied specifically to conduit 
and EMT from the latest Federal speci- 
fications and the Underwriters’ Labora- 
tories specifications. Two pages are 
devoted to illustrating typical electrical 
symbols from the American Standards 
Assn. and two more pages to standard 


L. B. ALLEN CO., Inc. 
6701 BRYN MAWR AVE. 
CHICAGO 31, ILL. 
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types of pipe bends. Copies may be 
obtained by writing the Sales Control 
Center, Pittsburgh Standard Conduit 
Co., Pittsburgh 23, Pa. 


Commercial fixtures — A complete 
commercial lighting fixture catalog for 
fluorescent and slimline lights contains 
all the standard fixtures made by the 
manufacturer, plus many new add 

tions. The catalog gives complete en- 
gineering data, specifications, construc- 
tion details, installation information 
and light distribution charts. The 28- 
page catalog may be obtained from 
Marlou Lights, Inc., Fanwood, N. J. 


Service Stations—A 14-page booklet, 
Service Station Lighting”, tells how 
to plan and install floodlighting for 
retail gasoline service stations. Besides 
detailed layouts for stations located in 
outlying areas, on main or secondary 
highways or business 
booklet also includes information on 
mounting and floodlights 
Request bulletin no. 2677 
Hinds Co., Syracuse, N. Y. 


districts, the 


focusing 
Crouse- 


Switches — Drum, foot and limit 
switch information is contained in a 
18-page catalog. Engineering and ap 
plication data plus connection dia- 
grams and dimensions are included 
For a copy, write Furnas Electric 
Co., Batavia, Ill. 


Ballasts — Revised specifications and 
prices of low-temperature ballasts for 
plastic signs and other outdoor, non- 
weatherproof service is contained in 
a new bulletin. The bulletin, no. FL- 
196A presents electrical and mechani- 
cal specifications and prices in chart 
form. Published by Sola Electric Co., 
Chicago 50, Ill 


Silicone rubber-insu- 
lated high-temperature wires and 
cables are described in booklet no. 19- 
594. The publication covers listings 
and specifications data on power cable, 
control cable, appliance and fixture 
wires, apparatus leads, heating cable, 
defroster wire, aircraft wire, shipboard 
cables and generator leads. Available 
from the construction materials div., 
General Electric Co, Bridgeport 

Conn 


Screws—Packaged stock guide on 
wood screws (Phillips and slotted) 
shows the sizes and finishes ready for 
shipment. Screws in stock are classified 
as to type. Informative guide may be 
had by making request on company 
letterhead to Southern Screw Co. 
P. O. box 1360, Statesville, N. C 
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Latrobe 


lectrica 


Clean and compactly designed to 
cut installation time to the bone 
and give smooth, trouble-free serv- 
ice, “Latrobe” Products give a full 
measure of value. 


ADJUSTABLE—WATERTIGHT 
FLOOR BOXES 


Adjustable Floor Boxes are now bonded which 
makes them fire-proof—come in single round 
or squore bodies—also furnished in square 
single gang, two gang, three gang and four 
gang types 


PIPE OR CONDUIT 
HANGER 


Most economical and best pipe hanger 
sold today. The saddle comes firmly 
fastened to the hanger brocket and 
cannot drop out. Made of highest grade 
malleable iron and has case-hardened 
cup point set screw. 


Sold only thru wholesalers 


Send us your blue-prints or rough sketches 


for special requirements 


WATERTIGHT 
GANG FLOOR BOXES 
x 
ARMORED 
bi 
20. 
LATROBE. PA. | 
121 


EASY TO INSTALL... 
BUILT TO BE FORGOTTEN 


Reliance Time Controls 


Minimum of working parts 


Heavy, brass cut gears and steel pinions 


Ground and polished steel shafts 
30 Ampere capacity at 125/250 volts 


Accurate, dependable circuit control 


TIME SWITCH 


advantages over standard switches. 
matically advances or retires the 


Eliminates manual resetting. 


MODEL “W” ASTRONOMIC 


The Reliance Astronomic time switch has these 
It auto- 


daily to correspond with changes in sunset time. 


trip 


MODEL “W” SWITCH 


TYPE W-33 time switch, with special 2 circuit control is equal to two single pole time 
switches in one. It will control two separate circuits independently or simultaneously by 


setting trippers to desired schedule. 


Provides 8 different combinations of two-circuit 


control, or operates as a double pole, single throw switch. 


RELIANCE AUTOMATIC LIGHTING COMPANY 


1911 Mead St. 


Racine, Wis. 


Lighting Fixtures—Residential and 
commercial lighting fixtures are de- 
scribed in a 24-page catalog entitled, 
“Lighting for Modern Living.” The 
fixtures are said to be appropriate for 
home, office, factories and industrial 
installations. Copies may be obtained 
by writing to Markstone Manufactur- 
ing Co., 2460 W. George St., Chicago 
18, 

Cutting Machine—A four-page, two 
color bulletin on an abrasive cutting 
machine has just been released. The 
bulletin includes data on length of cut- 
ting time for various shapes and types 
of materials, ranging from two-inch 
pipe in five seconds, to six-inch pipe in 
40 seconds. The bulletin is published 
by Beaver Pipe Tools, Inc., Warren, 
Ohio. 

Switches — Line of small motor 
switches is detailed and illustrated in 
a 14-page bulletin. The complete line 
includes toggle, rotary and pushbutton 
switches. The bulletin is illustrated. It 
also contains complete tables of rat- 
ings. The publication, numbered EC- 
79, is published by Cutler-Hammer, 
Inc., 476 North 12th St., Milwaukee, 
Wis. 

Corridor Fixture—A fixture, designed 
for lighting long, narrow areas, is de- 


FOR 
MODERN 
QUALITY 
FITTINGS 


Specify 


MASSACHUSETTS 


GLUTTONS 
PUNISHMENT 


18/2 SV ACTUAL SIZE 


16/2 S$) ACTUAL SITE 


Sturdy rubber insulated cords in types 
8) ond SV, with along ond honorable 
record of faithful service. Also 
COROPRENE and SUPER-COROPRENE 
Neoprene jocketed cords 
for more exacting service. 


CORNISH WIRE CO., 


50 Church Street New York 7, N.Y 


Two New Minerallac Quality Products 
Designed for Jobs Too Heavy for 
Standard Jiffy Clips 


MINERALLAC 


Hevi-Duty ano Medium 
JIFFY CLIPS 


Also 
available 
without 
mounting 
hote for 

use with gun. 


THIS INVERTED RIB 
DOES THE JOB 


patent pending 

Made of heavier materials! Has exclusive 

inverted rib, that provides more strength at 

the bend of clip . . . and, of course, adds 

the benefits of famous “Snap On” feature! 
In stock in Zinc-Plated Steel for —34” 
—1” and 1'4” Thin Wall or Rigid Conduit 


(Hot Dipped Galvanized may be obtained on 
order) Can be substituted for malleable clips. 


Order From Your Electrical Wholesaler 
SEND FOR LITERATURE 
MINERALLAC ELECTRIC COMPANY 
25 North Peoria St. Chicago 7, til. 


MINERALLAC 
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scribed in a newly-issued folder. The 
unit is shielded by louvers of one-piece 
aluminum and is claimed to be ideally 
suited for airports, rail and bus termi- 
nals, hospitals and schools. Additional 
information may be obtained by writ- 
ing the Smithcraft Lighting division, 
Chelsea, Mass. 


Switches — Drum, foot and limit 
switches are described and illustrated 
in catalog 5509. The 48-page catalog 
includes the following products: drum 
controls, magnetic and drum applica- 
tions; foot switches; limit switches; 
tap switches for rectifiers; parts kits; 
and thermal overload relays. Informa- 
tion on heater coil selection tables is 
also included. Published by the Furnas 
Electric Co., Batavia, IIl. 


Service Equipment—A new line of 
fuse puller devices is designed to 
service as complete electrical distribu- 
tion equipment in residential, com- 
mercial, light industrial and farm ap- 
plications. The devices will have as 
many as four fuse pullers (including 
main puller) and up to 20 plug fuse 
branch circuits. They are rated for 
120/240 vole, a.c., single-phase, three- 
wire service. All are listed by Under- 
writers Laboratories. General Electric 
Co., Plainville, Conn. 


Sell a “package” 
for more 
Profit! 


Signal and Alarm Systems 


Now complete in packages, general 
purpose entrance signal and alarm sys- 
tems that service a hundred useful 
purposes — to announce entrance of 
visitors in offices, shops, laboratories 
etc.; as area protection alarms for 
homes, porches, nurseries, institutions. 
or danger points 

Operated by thin. sensitive, 18" x 30 
mat switch that lies flat on bare floor 
or under carpet. and closes circuit if 
anyone steps within the pro- 
tected area (entrance, etc.) 
Low voltage — anyone can 
install 

Come boxed complete: Mat 
switch, plug-in type transformer 
with 6 ft. lead; wall chime (or 
bell or buzzer); and 25 ft. of low 
voltage cable. $27.95 list price car- 
ries profitable margin 


Catalog, stock, disptoy ond dem- 
onstrote ANNOUNCEMAT 
units for volume soles 
Mm Use them os “door-openers” 
for your outside solesmen 


Write for Bulletin AO-64 
jobber discounts, ond o sup 
ply of “stuffers” for test marl 


ing with invoices, etc = 


“Trademark 


The RECORA company 


56 West 103rd St. + Chicago 28, Illinois 
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extRA Sloxvihle 


UNIVERSAL U-20SCB 


Black Synthetic Cover* 
Liquid-tight Flexible Conduit 


Square locked construction, galva 
nized steel core, aluminum wire 
wound on sizes %", and 4", 
full interlocked construction on 
larger sizes, both with overall syn 
thetic cover to protect against 
liquid and moisture vapor conditions 


* Also, available with Gray Synthetic Cover, Type U-20SCG. Shipped in 
standord packages *s” through 2” conduit sizes. WRITE for ELECTRI 
CAL DISTRIBUTOR Schedule U-20SC 


for YOU 
in 
' the PAINE line 
of Hanging 
and Fastening 
Devices: 


Saves you time, 
inventory and 
freight costs. 


or flush-to-ceilin 
@nd job-right Style J 
bolts 
— Strong, color- 
ful cartons, 
clearly labelled. 


E 
| 
| 


stimulated with 
attention-getting 
ads fike this > 


THE PAINE COMPANY, 3 Westgate Road, Addison, I!linois 


~ 
== UNIVERSAL 
me METAL HOSE CO. 
2107 South Kedzie Avenue, Chicago 23, Illinois 
There are For a Quick Way 
/ "King Si 
PAINE TOGGLE Bolts 
ot 
4s 
AN OSs > permanent fastening. Available with 10-24 or 
123 


SAVE 


Contractors Told Us What They 
Needed . . . We Designed these 
boxes... Now They’re In Our 
Standard Line Doing A Terrific Job! 


BEVEL CORNER 
SWITCH BOX 
2\/,''Deep, 
Non-Gongable 


Nail-on type with notches 
indicating mounting 
depth. Available with 
plaster ears and various 
types of mounting 
brackets. Clamps con be 
mounted with screw 


through bevel on bock Cat. Mo. 160-NG 


Box is permanently 
attached to ber and is 
adjusted by set screw 
Installation is quick and 
easy. Available with 
tomex clamps on any 
type ber. 


BACK 


Cat. No. ABISNSL 


Arrolet products have hot-dipped 
galvonized finish, many times heavier 
than U.L. & Federal specifications. 


When you have an installation 
problem not covered by our stand- 
ard line, our engineers will design 
special units to your specifications. 


Write for Our New Catalog. 


CORPORATION 


MONTGOMERY 
PENNA. 


Sales Representatives & *Warehouse Stocks 
BALTIMORE, MD. * CHARLOTTE, WC. * *CHICAGO, 
ILL. © “CINCINNATI, OHIO * DENVER, COLO. 
*LOS ANGELES, CALIF. * "MIAMI, FLA. NEW 
ORLEANS, LA. * WEW YORK, N.Y. * NEWTON CENTRE, 
MASS. * *PHILADELPHIA, PA. * ROCHESTER, WY. 


Ladders 
Ballymore Co., Wayne, Pa. 


All-aluminum, safety-step ladders are 
easy to use and keep clean. Ladders 
are standard in seven models, 1 to 4 
steps, for working levels up to 8 feet. 
Rolling ball bearing casters permit 
ladders to be moved about easily. 


Cord Reel 


Hykon Manufacturing Co., Al- 
liance, Ohio. 


Automatic cord reel is for industrial 
and commercial use, and for home 
workshops and similar purposes. It 
features automatic cord lock and re- 
tractor. Positive locking device holds 
cord wherever unwound. Fast-acting 
re-wind has no Springs, no contacts or 
brushes to repair or adjust. Two stand- 
ard models furnished with 25 or 50-ft. 
16-2 cord. Other models available for 
3 and 4-wire cord 


Truck 

Valley Craft Products, Inc., Lake 
City, Minn. 
Stair climbing hand truck is said to 
move double the load a man can roll 
up steps and treble the load he can 
move down stairs or ramps. Stair cart 
is equipped with a ratchet mechanism 
to enable to roll up stairs, step-by-step, 


POWERCRAFT 


STOCKS FOR IMMEDIATE 
SHIPMENT 
PRIMARY BUS SUPPORTS 


@ Contractors, Industrials, and Utilities rely on 
the accuracy of these Bus Supports to meet exact- 
ing service conditions. Available for Indoor and 
Outdoor Service—fiat or pipe mounting. Conform 
to NEMA standards. POWERCRAFT invites your 
inquiries on any special Bus Support requirement 
Other POWERCRAFT Products . Indoor and 
Outdoor Disconnecting Switches, Bus —_ Power 
Connectors, Pipe Frame Fittings for 1'%4 P. S. 
Pipe, and Clamp Insulator Supports Send 2. new 
catalog 


PoweERCRAFI 
CORPORATION 


2215 De Kalb St. Phone 
St. Louis 4, Mo. Prospect 6-4532 


Since 1932 


ELBOWS -— Large Radius, 
Standard Radius, EMT 


PIPE NIPPLES 
COUPLINGS 
RUNNING THREAD PIPE 


WALL PLATES * GOOSENECKS 
Write for Catalog 


1455 Spring Gorden Ave. PITTSBURGH 172, PA. 
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NO BEND e NO SQUASH 
A MUST for Electrical Men 

@ Engineered to withstand punishment—Contractors 
Refrigerator Men, and Plumbers save time, labor and 
material with these strong, rugged THIEL Staples 
The greatest improvement in BX Staples in 30 years 
Another MUST for electrical men—Thiel's Easy-Drive 
“Nail It’ and Easy-On Straps 

@ Sold by Leading Electrical Wholesalers— 

write for information on open territories. 


THIEL TOOL & ENGINEERING (O., INC. 


1417 N. Market St. © St. Louis 6, Mo. 


K&H 
UNIVERSAL PRESSURE 


ADJUSTABLE LUGS 


One or two bolt holes 


000 CM. One 


TYPE 


Wire sizes Nos. 14 to 1,000 


piece construction easily installed Body is 
well proportioned to withstand eacessive use 
with ample thread creo. Mokes tenacious 
grip on stranded conductors, forcing contact 
strand, thereby 


with each wire in nsuring 


utmos! in conductivity bottom of tongue 
surface is ground Not susceptible to release 
under vibration 


Write for dimensions ond prices 


KRUEGER & HUDEPOHL, INC. 


THIRD & VINE STS CINCINNATH 2. OHIO 


June, 1955—ELECTRICAL WHOLESALING 


as the Operator pulls a cable drive 
brakes are 


be incorporated in the truck 


BOOK REVIEWS 


Two-wheel safety said 


Personnel Relations: 
The Human Aspects of 
Administration 

A. M. Whitehill, Jr. 


McGraw-Hill Book Co.., 

New York, N.Y. 

Provides an introduction to personnel 
Working 
with people; Part 2, Matching men and 
jobs; Part 
Part 4, 


relations in business. Part 1, 
3, The work environment 
Dealing with unions; Part 5 
Looking ahead 

526 pages 


Blueprint Reading for 
Home Builders 
J. Ralph Daizell 


McGraw-Hill Book Co., 
New York, N. Y. 


This helpful book shows how to visu 
1 read blueprints in a 


alize and 
that will be useful to builders, realrors 


way 


homeowners, and others concerned 


with 
repair of buildings. The simple, pro 


the erection, improvement and 


gressive treatment leads, in step-by 
through the reading of 


three complete sets of working draw 


step fashion 


ings. Visualization of the structural 
meaning of blueprints is emphasized 
with explanations of elevations, plans, 
sections, details and the relationships 
berween 


simple structural design and informa 


views, with fundamentals of 


tion on rea where the architect 


ling 
amount of 


Practical illustrations and 


has economized on the 
} 

detail shown 
review questions make the book suit 
able for various 


139 pages 


uses 


Modern Business Arithmetic 


T. M. Dodds, C. Beighey 
McGraw-Hill Book Co., 
New York, N. Y. 


The contents of this book are b 


on research, and the topics covered 
those which both businessmen 


business teachers have recommended 


The book 
consisting of related material such as 
Writing Numbers 


ddition ind / liquot Parts”. Each 


is OTZanized in sections, cach 


Reading and 
section consist of 


by helpful 
provided on all the imy 


text matter 


wi rksheets 


used in | ness. Complete explans 
tions, lustrations exan 
thought-problems 


276 pages 


SALES REPRESENTATIVE WANTED 


The Miller Company is expanding 
its field sales force and sales posi- 
tions are open in the following ter- 
ritories : 
Southern Indiana and Kentucky 
Representatives interested are in 
vited to communicate with: 
Personnel Department, 


THE MILLER COMPANY 
99 Center Street, Meriden, Connecticut 


Mfr’s Representatives 


WANTED 

For a Quality line of 

Conduit Fittings. State 
exact Territories 
covered and firms 
now Representing. 


RW-6459 Electrical Wholesaling 
330 W. 42nd St., New York 36, N. Y. 


SELLING OPPORTUNITIES OFFERED 
AGGRESSIVE REPRESENTATIVE w 


nat 


i ect 
SELLING OPPORTUNITIES WANTED 


pre 


BUILDING, 9,000 SQ. FT. 


Fully equipped for the wholesale jobbing 
business. Reply 
H. S. KOLTS 
321 Main St., Kingston, N.Y. 
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QUIET SWITCHES 


Ne. 3401 

A.C. Only Silver Con- 
tects, Quiet Operetion 
Without Mercury or 
Other Fivids. Net Down 
Roted. Lifetime Per- 
formance. Roted (T 
reting for A.C. Switch- 

es). Operotes in ony 
position for beth In- 
condescent’ (Nen-induc- 

tive) ond Fiverescent 
(inductive) lomp loods. 

Bock or side wiring; 

strip gege. Approved 

for contre! of Fiveres- 

cont Lomps on A-C cir- 

cuits of 277 Volts ond 

tess, and for meter 

wp te 277 Volts 

ot 80% of current ret- 

ing of the switch. Te- 

tally enclosed meche- 

niom with lerge heed 

We. & binding screws 

Takes any wire size up 

to Ne. 10. 15 AMPS.~ 

120 te 277V., A-€ only. 


Reor View 
340! (Show- 
ing Beck Wir. 
ing end Strip 
Goge) 


Ne. 3421 20 AMP. 
SWITCH. Identified by 
Red Moulded Cover, Ap. 
proved for centre! of 
Fivorescent Lemp: on 
A-€ cirewits of 277 Volts 
ond less and for me- 
ter leeds wp te 277 
Volts ot 80% of cur- 
rent reting ef the 
switch. 20 AMPS.~1720 
te 277V., A< only. 


CIRCLE F MFG CO. 


TRENTON 4, NEW JERSEY 


—=_ 


ADVERTISERS’ INDEX 


Abolite Lighting Div., 

Jones Metal Products Co. 
Accurate Mfg. Co. 
Adam Electric Co., Frank 
All-Steel Equipment Ine. 
Allen Co., Ine., L. B. 
Anaconda Wire & Cable Co. 14, 

16, 

Appleton Electric Co. Second Cover 
Arrolet Corp. 124 
Arrow Fastener Co., Inc 118 
Arrow-Hart & Hegeman 

Electric Co., The 
Atlantic Conduit Fittings Co. 


Blackburn Corp., Jasper 74, 
Blackhawk Industries 

Briegel Method Tool Co. 

BullDog Electric Prod. Co. 24, 
Bussmann Mfg. Co. Fourth Cover 


Certified Ballast Mfgrs. 19 
Cirele F Mfg. Co. 126 
Conduit Nipple Mfg. Co., Div. 

of Pittsburgh Nipple 

Works, Ine. 
Conduit Pipe Products Co. 
Cornish Wire Co., Ine. 
Crescent Ins. Wire & Cable Co. 
Crouse-Hinds Co. 
Cutler-Hammer, Ine. 


Dossert Mfg. Corp. 


Economy Fuse & Mfg. Co. 
Edwards Co. 


Fullman Mfg. Co. 


Gedney Electric Co. 
General Cable Corp. 
General Electric Co. 
Lamp Div. 
Trumbull Components 
Dept. 
Greenlee Tool Co. 


Guth Co., The Edwin F. 


Hazard Ins. Wire Works 
Hubbell, Harvey Inc. 


Ilseo Copper Tube & 
Products, Inc. 


Jackson Electrical Co. 


Jones Metal Prod. Co., The 


Kennecott Copper Corp. 
Keystone Mfg. Co. 

Killark Electric Mfg. Co. 
Krueger & Hudepohl, Inc. 


Leviton Mfg. Co. 
Lighting Products Inc. 


M&W Electric Mfg. Co., 

Ine., The 112 
McGill Mfg. Co., Ine. 78 
Midwest Electric Mfg. Co. 6 
Minerallae Electric Co. 122 
Murray Mfg. Corp. $1 


Mational Electric 


Products Corp. 30, 67, 98 


Okonite Co., The 76 
O. Z. Electrical Mfg. Co., Inc. 8 


Paine Co., The 
Peerless Electric Co., The 


Pittsburgh Standard Conduit Co. 73 
Third Cover 
09 


Plymouth Rubber 

Co., Ine. 
Porcelain Products, Inc. 
Powercraft Corp. 
Pyle-National Co., The 
Pyramid Instrument Corp. 


Recora Co., The 
Reliance Automatic 
Lighting Co. 
Republic Steel Corp. 
Revere Electric Mfg. Co. 
Ridge Tool Co., The 
Roebling’s Sons Corp., 
John A. 
Roller Smith Corp. 
Rome Cable Corp. 
Royal Electric Co., Inc. 


Sangamo Electric Co. 

Signal Engineering & Mfg. Co. 120 
Sorgel Electric Co. 
Southern Serew Co. 110 
Sperti Faraday, Ine. 104 
Square D Co. 4 
Steber Mfg. Co. 108 
Steel & Tubes Div. 92 
Stonco Electric Prod. Co. 99 


Thiel Tool & Engineering 
Co., Ine. 
Thomas & Betts Co., The 
Trade-Wind Motorfans, Inc. 
Triangle Conduit & 
Cable Co., Inc. 
Triangle Equipment Co., Inc. 
Trine Mfg. Corp. 


United States Rubber Co. 
Universal Clay Prod. Co., 
Universal Metal Hose Co. 


Victor Ventilating Div. (The 
Phillip Carey Mfg. Co.) 


Weaver Co., J. A. 
Western Ins. Wire Co. 


Youngstown Sheet & 
Tube Co., The 


SELLING OPPORTUNITY SECTION 
Classified Advertising) 
F. J. Eberle, Ass't Mgr 


EMPLOYMENT 
Positions Vacant 
Selling Opportunities Offered 
Selling Opportunities Wanted . 


BUSINESS OPPORTUNITIES . 125 
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=16 KING SIZE =8 REGULAR 

SLIPKNOT SLIPKNOT 

A WHOPPING A 60-FOOT 
120-FOOT ROLL" ROLL 


The best buy in tapes! - KING SIZE costs much less per foot! 


KING SIZE longer on the job! 


Easier to handie! -** : KING SIZE cuts down shelf space, reduces 


inventory! 


More profitable! - KING SIZE roll sales mean more than twice the 


profit of standard rolls! 


Top KING SIZE ix the same superior tape which is the 


largest seller the world over! 


SOLD EXCLUSIVELY THROUGH. FOR KING SIZE PROFITS 
RECOGNIZED WHOLESALERS a ORDER KING SIZE SLIPKNOT TAPE NOW! 


Zz 
‘ 
Tate 
3 
aa 
= BLACK 
| 120 FEET 
J 
ey 
: 
‘ie? 
PLYMOUTH RUBBER COMPANY, INC., CANTON, MASS., U.S.A. 


MORE 


FACTS 


to help you get results in selling fuses 


Sometimes we ail overlook the truth of the 
statement that ‘results are the only thing that 
count’ —yet isn’t it obvious? 


No matter how many good reasons we point 
out or how many graphs and charts we show— 
how can a buyer really know that a product 
will ‘‘deliver the goods’’ unless he has actually 
tried it himself or has records of somebody 
else who actually put the produce to use. 


That's why specific instances such as the 
one shown below are powerful sales tools. 
They give actual names, dates, and places that 
can easily be checked up on. 


Such specific instances are not mere opin- 
ions. They don't give somebody's ideas and 
beliefs. They say only WHAT ACTUALLY 
OCCURRED under ACTUAL OPERATING 
CONDITIONS. 


This is the important point—and it can be 
used with telling effect in selling. 


When you use these specific instances in 
selling FUSETRON dual-element Fuses you 
are backing up your story about all their money 
and time saving features with the strongest 
proof possible—next to the prospects’ own 
personal experiences. 


ONE MORE FACT 


The BUSS representative in your territory 
is always ready to help you by supplying litera- 
ture about FUSETRON or BUSS fuses or by 
giving you whatever personal help he can—so 
why not put him to work—he'll be glad to 
have you call on him. 


BUSSMANN MFG. CO. 


St. Lowis 7, Mo. 
DIVISION MeGRAW ELECTRIC COMPANY 


“OUR WELDING MACHINES WERE REPEATEDLY 


BEING SHUT DOWN ... until we changed 


to Fusetron Fuses” 


"They eliminated production losses due to needless fuse blows.” 


 Fusetron fuses do more than 
help increase production 
They guard circuits and equipment against 
serious damage caused by electrical faults — and 
they cut maintenance cost. 


e And Fusetron fuses give you 
greater safety 


Their 100,000 amp. interrupting rating is 
adequate for today's network system capacities 
— and safe to meet future circuit growth .. . 
Write for bulletin FIS. 


For loads above 600 and up to 
5000 amps. use BUSS Hi-Cap fuses 


On 600 volts or less, they 
have unlimited interruptin 
capacity to handle any fault 
current. When coordinated 
with Fusetron fuses they will 
not open ahead of fuse nearest 
fault... Write for bulletin HCS. 


“Our shop is service headquarters 
for Fruehauf's Detroit operation. 
Trucks, tractors and trailers come 
in for repairs. It's our job to have 
them rolling — and fast! 


“We were tng trouble with 
u 


ordinary 60 amp., fuses constantly 
blowing on our 12 welding ma- 
chines. 


“Since many major repair jobs re- 


quire welding, these shutdowns 
were a serious problem. 


“In an effort to avoid these shut- 
downs, we installed Fusetron fuses. 
Since changing, there hasn't been 
any needless blows on our 
welders.” 


Detroit Treiler Co Detroit, Mich. 


Play S afte! Install FUSETRON Fuses ond BUSS 
Hi-Cep Fuses throughout Blectrical System! 


BUSSMANN MFG. CO. Div. McGrew Co 
University of Jefferson, %. Levis 7, Me. 
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